


ATES in the public utility 


business have exactly the 
same relation to service as price, 
in the commercial world, has to 
quality. 

“If we can get that home, the 
thinking members of our com-. 
munities will hesitate before de- 
manding a cut in the rate until 
they can be sure that such a 
reduction does not necessarily 
carry with it a corresponding 
lessening of the.service.”’ 


P. H. GADSDEN, 
Eastern States Gas Conference 
April 9, 1924 
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Getting the Most Out of It 


These few words are prompted by what seems to us to have been 
a most wise and progressive move made by one of our member gas 













companies at the recent Convention. 










This company, a large one in the East, sent a delegation of some- 
where near one hundred employees to Atlantic City. That in itself shows 
a most progressive spirit. But the numerical strength of their represen- ' 
tation is not the point which we want to emphasize. 















But 





Perhaps some other companies sent just as large delegations. 
this one company did more. 





Before reaching the Convention they “routed,” as we might say, 
their delegation. With Convention program and delegation list in hand 
they carefully analyzed just what meetings, just what papers and just 
what portions of the exhibition were most applicable to each employee 
and so advised each and every one. 













Besides this, which in itself insured the individuals and the company 
securing the utmost return from the Convention, this delegation was 
equipped with special ribbons attached to their badges. They established 
a headquarters of their own on the Steel Pier with an attendant in charge 
at all hours to give information, etc. They had a group photograph taken 
of the entire delegation. They held a “company” dinner on one of the 
evenings. And they at all times had impressed upon them that they 
should enter into the discussion of papers and reports, ask questions—in 
short become live, alert participants in the Convention doings. 














If there is any better example of inculcating company esprit de corps, 
developing pride in the company itself, fostering local spirit and securing 
the maximum benefits from the Convention, we as yet have failed to 
find it. 







Perhaps next year there will be many “company headquarters” at our 
Convention. We believe it is worth every bit of the effort involved. 
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The President’s Address 


J. B. KLUMPP 


Wwe THE AMERICAN Gas Asso- 
CIATION was formed in 1918, a code 
of ethics was adopted, the fulfillment of 
which assured it success. No better cri- 
terion of the wisdom of its organizers is 
necessary than to observe the record and 
work of the Association during the past 
five years. You, its members, were for- 
tunate and wise in the selection of able 
men in the industry to lead you through 
the first years of its development, as 
their every effort was toward maintain- 
ing those high ideals contained in the ob- 
jects of the Association. 

I want to refer to one great object 
among its precepts, given particular at- 
tention by our former President, Mr. 
Charles A. Munroe; that is, that we may 
develop the gas industry and co-ordinate 
its activities to the end that it may serve 
to the fullest extent the best interests of 
the public. 

This, I believe, has been the earnest 
endeavor of our Association management 
and the outstanding effort of all of our 
wide-awake and progressive companies. 
Good service at reasonable rates is the 
keynote of success. It gives the public 
that for which the gas industry was cre- 
ated and renders reasonable compensa- 
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tion to the owners and operators of the 
properties. 

We have every reason to be encour- 
aged today at the progress that has been 
made by our industry during the past 
three or four years. The days of depres- 
sion have passed and the return of pros- 
perity to the country at large seems as- 
sured of continuance. 

No municipality can be progressive un- 
less its utilities are progressive. The pub- 
lic and the authorities having jurisdic- 
tion over the regulation of utilities, have 
realized that the progress of municipal 
existence depends upon the success of 
and the service rendered by the utilities 
and that service is a criterion of a suc- 
cessful or a deficient management. Let 
us therefore see to it that these satis- 
factory public relations are continued and 
the very best service is given to the pub- 
lic by our companies. 


Rate Regulation 

All utility operators desire to serve the 
public to the best of their ability and at 
the lowest rates consistent with good 
service and a fair return. To do this, 
rates cannot be fixed and remain fixed 
despite varying costs of capital, material 
and labor. 
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Not only should the utility be pro- 
tected against rising costs, but the con- 
sumer should benefit when these costs 
are reduced. It is possible to determine 
the return the utility should receive upon 
the valuation of its property and protect 
this by basing the selling price of gas on 
this cost plus the cost of producing and 
distributing the gas, making due reserva- 
tions for maintenance of the property 
and a reserve for emergencies. This in- 
volves, of course, measures to protect 
the consumer from extravagance in man- 
agement and operation. Such a plan 
should include an incentive for efficiency 
in operation that is now lacking in most 
methods of rate regulation. 


Valuation 

Property valuation and rate of return 
probably have received more attention 
during the past few years than any other 
feature in utility regulation. 

Decisions of commissions and courts 
have been at variance as to methods of 
determining the valuation of utility prop- 
erties, but in nearly every case it has 
been agreed that the great advance in 
construction costs since the war should 
be taken into consideration when any 
valuation is fixed. 

A study of the relative cost of “All 
Commodities,” “Material” and “Labor” 
since the pre-war period is enlightening 
in view of the fact that it shows the 
trend of prices since the post-war peak. 

Some confusion has occurred in the 
minds of those who make comparisons 
between the present value of “All Com- 
modities” and “Utility Construction 
Costs.” “All Commodities,” as published 
by the government authorities, include 
farm products, food, clothing, fuels, met- 
als, building materials, chemicals, drugs, 
etc., but include no labor statistics, and 
the relative value or index figure, today, 
is in the neighborhood of 150, with pre- 
war figures considered as 100. 
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“Gas Works Construction Costs,” 
however, are very different. They still 
have an index figure considerably over 
200, with the pre-war figure considered 
as 100. This is due to the fact that a 
large proportion of these costs consists 
of skilled labor and of materials having 
a large proportion of labor entering into 
their production. 

As long as labor continues to receive 
its present compensation, there is no 
reason to expect a material reduction in 
gas plant construction costs. Hence the 
position taken by those claiming that the 
valuation of a property should be fargely 
controlled by the present costs, is being 
materially strengthened. 

While some relief has been obtained 
by the cheapening of raw material and 
capital cost, little change has been made 
in the labor costs entering into the con- 
struction and operation of our properties, 
and it is doubtful if we can look forward 
to any great reduction in the future. 
Greater efficiency, however, is noticed. 
Our fellow employees are showing more 
interest in their work and are giving their 
earnest efforts in all operations. It is but 
fair that they should be paid their meas- 
ure in full and as their skill increases, 
their wage should likewise. 

With the introduction and improve- 
ment of many mechanical devices used 
in the construction and operation of our 
plants, more skilled and less unskilled 
labor is employed and operations may be 
undertaken with the assurance of con- 
tinued efficiency and we may look for- 
ward to seeing the ever-anxious unskilled 
man improving and entering the ranks of 
the skilled profession. The education of 
the young man in our manual training 
and trade schools offers every indication 
of encouragement for the future. 


Capital Investment 
With the development of our proper- 
ties, we are ever facing the problems of 





























obtaining new capital for more gener- 
ating plant and main extensions. To ob- 
tain this capital at reasonable rates, we 
must have a safe and fair financial setup 
for presentation to the owner of this 
capital. Our net return must be suffi- 
cient to pay a reasonable interest rate, 
and the security must be sufficient to en- 
courage and protect investment. At the 
same time, we must earn an amount to 
reimburse the stockholders who must, as 
owners, provide additional capital to 
complete the investment and _ supply 
working capital. Without such a setup, 
no property can progress. 

It is decidedly an economic principle 
to substitute a more efficient process of 
gas manufacture where the saving in 
operation more than equals the additional 
fixed capital charges, especially so when 
the gas-making materials used tend 
toward conservation of materials more 
valuable for other uses. But our pres- 
ent systems of rate regulation do not al- 
ways recognize this economic principle 
and rates are sometimes fixed so low for 
efficiently operated companies as to leave 
little incentive to seek additional capital 
to improve such properties along’ more 
economic lines. Increased efficiencies and 
lower total costs merit increased earnings 
to the operators. It is true that present 
forms of regulation have permitted main- 
tenance reserves to be set up to retire 
worn-out and obsolete apparatus, but 
they should also permit a liberal increase 
in capital charges to increase operating 
efficiency. 


Gas Purchase Contracts 

Very close regulation of rates many 
times has left a net income insufficient to 
provide a return on the capital invested, 
thereby increasing the difficulty of ob- 
taining new capital. This has led to gas 
companies making contracts with other 
corporations for the purchase of gas, 
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whereby the purchase price includes the 
fixed charges on the manufacturing 
plant. In this way, these capital charges 
are put above the line. The adoption of 
this plan should not be necessary, but it 
is attractive and workable where the 
company is not in a position to finance 
advantageously. 

Purchase of gas in bulk, in this man- 
ner, is steadily increasing and we may ex- 
pect to see further developments along 
this line as we have seen large electric 
generating stations erected to sell current 
in quantities, thus displacing smaller sta- 
tions. 

The by-product coke oven in some 
form is here to stay and offers many ad- 
vantages to the gas man in supplying him 
with gas in bulk, provided the ovens are 
operated with care and some considera- 
tion is given to the gas company’s inter- 
ests. A constant and assured supply of 
gas to the utility is necessary or a con- 
tract for the purchase of gas cannot be 
advantageously made. A guaranteed sup- 
ply of gas of uniform quality can de- 
mand a higher price under contract than 
a supply that is irregular and uncertain. 

The coke oven plant cannot be a suc- 
cessful investment unless it finds a ready 
and substantial market for its coke, and 
where this market is obtained through the 
domestic trade, the coke consumer must 
be given satisfactory service and his sup- 
ply must be protected and not with- 
drawn when other markets temporarily 
offer a more favorable return. A con- 
stant, reliable output for the coke is 
necessary for an assured supply of gas 
to the utility. 


Gas Standards 


For the past few years we have heard 
much discussion on the subject of gas 
standards and the efficiency of combus- 
tion of various qualities of gas, and these 
discussions have created many contro- 
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versies. I here refer to the controversy 
between those who believe that gases of 
various heating values are burned with 
equal efficiency and those who believe 
otherwise. 


There is much to be said on both sides 
of this question, and the matter has be- 
come involved to such an extent that in 
certain sections the economic develop- 
ment of the gas business has been re- 
tarded. 

In the accomplishment of any particu- 
lar effort, our laboratory investigators 
tell us that, with properly adjusted appli- 
ances, equal efficiencies, heat unit for 
heat unit, are obtained. This is probably 
true. But our operators also tell us that 
this ideal condition does not prevail in 
actual practice ; that it is difficult to keep 
appliances properly adjusted because the 
gas orifices remain constant and the effi- 
ciency therefore varies with changes in 
the quality of the gas, and that gas of a 
low B.t.u. content can be supplied with 
much greater uniformity than gas rich 
in hydrocarbons. 

Domestic cooking and water heating 
appliances are particularly subject to dis- 
turbances because handled by inexpert 
users and when the burners become 
fouled or deranged they are apt to drop 
in efficiency. 

Gases of high heating value are pro- 
ductive of such fouling and disturbances, 
and any reduction in heating value that 
will tend to eliminate condensible hydro- 
carbons and reduce the other rich carbon- 
forming constituents, will improve these 
conditions. 

Therefore, I am firmly convinced that 
when the quality of gas is reduced below 
the trouble zone, efficiencies will be great- 
ly increased, and while it may take more 
gas to do the same work, the increased 
consumption will not be proportional to 
the reduction in heating value. 
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There is, however, a reason of much 
greater importance to both the consumer 
and the company than this for a reduc- 
tion in the heating value and that is the 
effect on the economic development of 
the industry. 

It was the constantly increasing de- 
mand for gas for purposes other than il- 
lumination through the open-flame burn- 
er that caused the gas man to realize 
that high candle power gas is unneces- 
sary and wasteful, and every effort was 
made to have the regulating authorities 
and gas consumers know and appreciate 
this fact. 


Since candle power requirements have 
been practically eliminated and heating 
value requirements reduced, the gas men 
have had an opportunity to demonstrate 
that low heating value gases can be pro- 
duced, distributed and utilized with high 
efficiency. 

They have demonstrated that the lower 
heating value gases can be burned with 
a larger variation of the air shutter ad- 
justment in the consumers’ appliances 
and the range of average operating effi- 
ciency of the bunsen burner can be in- 
creased. They have demonstrated beyond 
doubt that distribution troubles have been 
minimized, that gas can be distributed at 
high pressures with but little loss in 
quality, thus enabling our suburbs and 
sparsely settled districts to be supplied. 

In the manufacture of the gas they 
have demonstrated that low heating value 
gases can be produced from lower grade 
gas-making materials, thus making the 
manufacturing less dependent upon the 
higher grade gas coals that are continual- 
ly getting scarcer and the higher grade 
gas oils that are being utilized for other 
purposes. 

The general action on the part of all 
regulating authorities in permitting the 
production and supply of lower heating 
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value gas, both here and abroad, has en- 
abled the gas producers to make unpre- 
cedented progress in the development of 
the industry. The improvements in the 
process of coal carbonization, the in- 
creased output of surplus gas from coke 
ovens, the backrun, the blowrun, and the 
use of bituminous coal in water gas ap- 
paratus, to say nothing of the use of 
heavy oils for carburetting purposes, 
have all been the result of liberal methods 
and intensified thought permitted by the 
reduction of heating value standards. To 
say that the consumer has not been bene- 
fitted by these improvements, many of 
which have cheapened manufacture, is 
to take a very narrow view of the matter 
indeed. 

It is undoubtedly a fact that in many 
instances a reduction in heating value 
has not been accompanied by a corres- 
ponding reduction in selling rate, but 
where the income of the company is 
based on an equitable return, it is obvious 
that no reduction in heating value would 
have justified and made necessary in- 
creased selling rates. Any proposition 
that will enable gas companies to obtain 
new uses for their gas output and in- 
crease their load factor, should ultimately 
enable them to manufacture and sell gas 
at lower prices. Thus again will the do- 
mestic consumer be benefitted. 

I firmly believe that this movement has 
enabled the consumer to get a gas that 
has been eminently satisfactory at a 
much lower price than would have been 
charged had a high heating value gas 
been required. 


Heating Value Resolution 

During the past year the Advisory 
Council and the Executive Board of this 
Association put themselves on record as 
recommending the abolition of state uni- 
form heating value standards, suggesting 
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that more efficient operation and greater 
economies can be obtained by allowing 
the manufacture and distribution of such 
heating values as the existing and pro- 
posed apparatus and local conditions per- 
mit. 

I believe that such an action would re- 
sult in a progressive development of the 
industry. I believe that local materials 
could be more generally utilized and ad- 
vanced methods of gas generation could 
be introduced. 

It has been demonstrated that gas 
having heating values of 300 to 400 B.t.u. 
per cubic foot can be efficiently burned 
and give satisfactory service in all appli- 
ances, both domestic and industrial. 

Any gas of uniform constituents, when 
free from condensible hydrocarbons and 
low in rich hydrocarbons, is satisfactory 
for distribution and domestic service, and 
each company should be permitted to 
supply that quality best suited for its 
local conditions. 


Advisory Council 


Several years ago there was created an 
Advisory Council to act, as the name in- 
dicates, in an advisory way with the Ex- 
ecutive Board of the Association. This 
Council consists of the retiring officers 
and members of the Executive Board 
and other men prominent in gas business 
and leaders in the industry. The Ad- 
visory Council in the past has met once 
each year, in May. During the coming 
year there will be two meetings—one in 
mid-winter on the Pacific coast, and one 
East in June. 

Your Association is to be congratu- 
lated on this executive action as it pre- 
sents an opportunity to bring the many 
perplexing and important subjects of the 
industry before those men best qualified 
to discuss them and decide on the future 
policy of the Association. 
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Central Laboratories 


During the past year, much attention 
has been given by certain governmental 
authorities, and by your Executive 
Board, to the thought of establishing a 
central laboratory for testing and ap- 
proving gas appliances. 

This matter has been brought, to the 
fore on account of the apparent neces- 
sity for correcting methods of installa- 
tion of certain types of appliances and 
for the purpose of correcting or elimin- 
ating defects in types said to be either 
inefficient or unsatisfactory. 

Your Executive Board, after having 
received from a committee appointed for 
the purpose, a full and comprehensive 
report, has given due consideration to 
the matter and has authorized the estab- 
lishment of such a laboratory conducted 
under the auspices of the Association. 
We believe that when it is established 
and functioning, the results will be to 
improve the conditions under which gas 
is consumed in domestic appliances, and 
will do much to protect our reliable appli- 
ance manufacturers and at the same time 
tend to eliminate such apparatus as is 
made solely for the purpose of selling 
cheaply. The consumer will be protected 
by increased efficiency and safety of util- 
ization. 

The development of. gas appliances, 
both industrial and domestic, has made 
rapid progress during the past few years, 
but there is still an opportunity to de- 
velop certain types where the heat may 
be stored and load factor increased with 
equal benefit to both consumer and com- 
pany. I refer particularly to water heat- 
ing and domestic cooking appliances and 
to space heaters, because I believe that 
gas utilities, when properly operated and 
equipped, can sell and distribute heat 
with such high efficiency that little fear 
need be occasioned by other utility com- 
petition. 
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This central laboratory, operated under 
the auspices of the Association, will be 
a means to accomplish that purpose and 
I recommend that our company members 
join in supporting it and insuring its suc- 
cessful operation. 


Educational Matters 

For several years past the Association 
and its affiliated branches have given con- 
siderable attention to the matter of edu- 
cation of individuals, and the public gen- 
erally, in many phases of our business. 
I take this as one of the greatest moves 
that we have undertaken. Through our 
Publicity Bureaus, we are informing the 
public of the importance and value of 
our industry, of the great service we can 
be to them if they will avail themselves 
of the opportunities we are presenting. 
Through our research boards, we have 
enlisted the services of noted educators 
who are assisting in solving the many 
problems confronting us. Through our 
committees and the efforts of individual 
members, we are acquainting undergrad- 
uates of technical schools with the attrac- 
tive opportunities that exist for employ- 
ment in our industry, and while we have 
not at this time sufficient funds to sup- 
port financially the several gas engineer- 
ing chairs founded by our affiliated asso- 
ciations, we are thoroughly in accord 
with their plans and will do what we can 
to aid in their success. 


Reports and Papers 

Do we study and take advantage of 
the mass of information prepared each 
year by our committees and members 
and presented to the Association in such 
admirable manner at our yearly meet- 
ings? Discussions on these reports are 
equally illuminating, and I strongly 
recommend that more time and thought 
be given each year, after the annual 
meeting, to studying and applying the 
knowledge thus presented to improving 
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the property and service of our various 
companies, 

I have attended many sectional and 
State Association meetings and have 
listened to some able papers, and I have 
also listened to papers hastily prepared 
from incomplete data and conclusions 
drawn that were not justified. How 
much better it would have been for the 
men present, many of whom were unable 
to attend the annual convention, if the 
author had taken one of the reports or 
papers of the American Gas Association 
and presented and discussed a subject 
that had been prepared by a selected 
coterie of gas men, skilled and experi- 
enced in the subject matter treated. 
Place of Annual Meetings 


The annual meetings of the Associa- 
tion have now been held in the East for 
three consecutive years. It was the wish 
of a large majority of its members that 
this be so. The East, particularly Atlan- 
tic City, has offered many advantages for 
all the essentials and comforts of a large 
gathering that are not to be found in 
many cities ; still it is essential that meet- 
ings be held at other points where our 
membership, particularly those in the 
Central West, may attend without undue 
expense and the many discomforts of 
long distance travel. 

Sectional and state association gather- 
ings, practically all of which are affiliated 
with the American Gas Association, pro- 
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vide opportunities for many employees of 
our company members to gather together 
to discuss our problems, and offer occa- 
sions for social intercourse, but we must 
not think that these gatherings will take 
the place of our annual conventions. 
They do not. The wonderful exhibition 
of apparatus and appliances provided by 
our manufacturer members is missing, 
and this fact alone must be given due 
consideration in selecting locations for 
our annual meetings. 

It is well known that a large percen- 
tage of our membership is located east 
of the Ohio, and eastern conventions are 
most largely attended, but other cities 
must be able to offer adequate facilities 
for our meetings and other national 
societies have held successful meetings as 
far west as the Pacific Coast. 


In conclusion, I want to express my 
pleasure and appreciation at the satis- 
factory way the affairs of our Associa- 
tion have been handled by our able and 
courteous Secretary-Manager, Alexander 
Forward, and his most efficient staff. Mr. 
Forward, while new in association work, 
has ingratiated himself in the hearts of 
all the members who know him. He has 
continued in the steps of his predecessor 
in advancing the Association’s affairs in 
all utility problems and every member of 
the staff has worked with him with a 
spirit that assures success to our Associa- 
tion. 





Gas Meter Short Course 


Announcement has been made by C. R. a Chairman, G: Meter 


Towa District Gas Association that the Gas Meter 


Ames, Io on December 9-13. An extensive program 0: 
nate of shop peeetios for those attending this Course has been planned. It is the urge of tthe hy 
4 men of this district attend in order that they may learn the most modern methods of 


Course will, be divided into two sections. One section is to consist of men actuall comet 
demonstrations and lectures followed by bens work. 
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Short Course Committee of the 
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of thoroughly practical ning 
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The lectures ek 
the men in the first section will 


will be presented on “Meter 'nocords.” ewe Gas in Large Volumes,” “Chemis of Gas 
Effect on Distribution and Meters,” “House Governors—Their Installa 
BB “Deposits in Meters and Pipes,” “Care, Handling and Installation of Meters?” 


Consmneat instructors and complete equipment of the most modern type will be available for the shop 


Further information can be secured from C. R. Stahl, Engineer, Peoples Light Company, Davenport, Ia. 


Beal Medal Award for 1923 


A. W. Warner 


HE Beat Mena for the best tech- 

nical paper presented at the 1923 
meeting of the American Gas Associa- 
tion was awarded to Arthur Woodward 
Warner, Research Engineer, the Ameri- 
can Gas Company, Philadelphia, Pa., for 
his paper entitled: “The Study of Some 
Physical Laws Governing the Carboniza- 
tion of Coal.” This paper will be found 
in the Proceedings of 1923 on page 928 
and in the July, 1923, issue of the A.G.A. 
Monthly on page 431. 

Mr. Warner was born at Thomaston, 
Conn., Feb. 8, 1881, and graduated from 
Yale with the degree of B.A. in 1903. 
He first entered the employ of the Riter 
Conley Mfg. Co. where, until 1916, he 
was engaged in the design, fabrication 
and erection of gas plants. In 1916 he 
took his present position where he 
specializes in the study of methods of 
coal carbonization and coal gas plant 
design. 


+¢ + ¢ 


McCarter Medal Awards 


eons THE CLOSE of the addresses 
at the Public Relations Symposium 
at the recent convention at Atlantic City, 
the following awards of the McCarter 
Medal were made by Mr. T. N. McCar- 
ter in person: 

John Swain, Camden Coke Co., Cam- 
den, N. J.—Resuscitation of fellow em- 
ployee. Certificates were awarded to 
William E. Watson, Howard Condon, 
George Schultz, J. Magiwnnix and 
David Godshalk, all of whom assisted in 
the resuscitation. 

Elwood Foster Coffman, Camden 
Coke Co., Camden, N. J.—Resuscitation 
of fellow employee. Certificates were 
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awarded to L. E. Guice, E. Nicturn, 
James Loyd, Grover Chambers and Chris 
Watz, all of whom assisted in the resus- 
citation. 

Morris Joslin, County Gas Company, 
Atlantic Highlands, N. J.—Resuscitation 
of fellow employee. Certificate was 
awarded to William Gordon who assisted 
in the resuscitation. 

L. C. Meyer, Public Service Company 
of Northern Illinois, Crystal Lake, Ill.— 
Resuscitation of employee of Illinois Bell 
Telephone Co. 

Edward B. Ryan, Fitchburg Gas & 
Electric Light Co., Fitchburg, Mass.— 
Resuscitation of a company consumer. 
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Improved Order System of the Brooklyn 
Union Gas Co. 


Bettering Public Relations with 600,000 Consumers 


S. J. SHIELDS, Supt. Telephone Dept., Brooklyn Union Gas Co., Brooklyn, N. Y. 


S. J. Shields 


‘4 HIS COMPANY has always realized the 
tremendous importance of its public 
relations and has constantly employed 
programs of a comprehensive and con- 
structive nature to bring every detail of 
these relations to the highest possible 
state of perfection. The importance of 
the initial transaction with the consumer, 
namely, when he applies for service, and 
the desire to facilitate his procuring 
whatever information he may need so 
long as business relations continue, has 
led to the development of the order sys- 
tem herein described. 


651 


This company serves approximately 
600,000 consumers in a territory of 60 
square miles, having a population of ap- 
proximately 2,250,000 people whose 
wants, so far as the gas company is con- 
cerned, are represented by from 2,000 to 
5,000 orders issued per day. The prob- 
lem of responding to this desired service 
is not an easy one. 


There are five branch and five sub- 
branch offices located throughout the city 
for the convenience of its customers in 
the payment of their bills, the placing of 
orders and the purchase of appliances. 
The branch office has the consumers 
ledgers and sends out bills for its defined 
territory and that of its sub-branch. 
There is one centrally located shop which 
performs the physical work for all 
branches. 

Prior to 1921 the well known Dupli- 
cate Work Order System was employed 
in co-ordinating the taking and executing 
of orders. In 1921 the system about to 
be described was devised and after two 
years’ trial in one branch, it was decided 
that the advantage of this system over 
the former warranted its adoption 
throughout the entire company. It was, 
therefore, inaugurated as the Telephone 
Order Department with the following 
personnel : 


Superintendent. 
Assistant Superintendent. 
3 Supervisors. 

1 Assistant Supervisor. 
1 General Clerk. 
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2 Clerks. 
1 Maintenance man and assistant for [ [THE BROOKLYN UNION GAS Co. “al 
telegraph typewriters. x a Oe ee ga ee 
3 File Clerks. O 275 - 6m Ave 1 FL ° 
9 Day Clerks. eye om 
8 Telephone Order Clerks. |< loe alpeee oe o| 
19 Night Clerks. | gleemane “tebiaiiadi: ti | 
1 Day Telephone Operator. lo 0 
3 Typists. 
OM 9% ° 
The work done by these people was BRE ten ‘ee a ee 
formerly done by those in the branch "A a ab Chace bi ‘euch ane ey 
offices who had to do with the handling Tit oes SSE a 
of tickets; there were day and night Front 
telephone order clerks, and the messen- 
gers to convey orders to and from the 
shop were numerous. There is little [9 = -——-——- = | 
change in the number of employees. SSeS Sy SESE» 
The Order Department is located on | ° ————— — od 
the same premises as the shop. The lo — ee ee ee pe 
branch and sub-branch offices have direct | 3; Taiwan 
communication with the Order Depart- (6 + 


ment by means of telegraph typewriters Ft 
shown in Fig. 1 operating over leased (OSS oO 
telephone wires, which type and despatch | p — 
the order from the branch or sub-branch |_ Sh 
in which it has been taken to the Order Back 

Department where it is received auto- 
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matically in typewritten form (Fig. 2), 
the order blank being printed on per- 
forated rolls. This is the only form used 
to issue orders. Orders requiring special 
attention, such as “Leaks,” are stamped 
in large letters, “Leak,” at the time the 
order number is stamped on the order. 
The part of the fitters’ reports which is 
used most often, the bookkeepers’ signa- 
ture, ledger and folio, and all the other 
essentials, are on the face of the order. 

At the order department there is a me- 
ter record card(Fig. 3)for every account 
opened or locked. The entry of the order 
on this card is identical with that on top 
of the order. This is done with a special 
date, numbering and word-wheel ma- 
chine. The word-wheel is made up of 
twenty classes of orders and can be in- 
stantly changed. The numbering changes 
automatically in duplicate. The date 
completed is stamped in with a rubber 


' dating stamp. These cards are arranged 


in branch units, and are filed in steel 
cabinets alphabetically as to street, num- 
erically as to house number, and consecu- 
tively as to service or part supplied. 
These cards, in addition to serving as an 
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index to all orders issued, including com- 
plaints, etc., are a duplicate of the ledgers 
with the exceptions of indexes, con- 
It is 


sumption and money extensions. 
apparent that the entire history of the 
account in proper sequence is readily 


ascertainable. This is helpful in making 
permanent corrections where the service 
to the consumer is not up to the stand- 
ard, such as frequent changes of meters, 
etc., etc. 

For the convenience of those transact- 
ing business by telephone there is one 
telephone number listed in the telephone 
directory under the caption “Orders & 
Information—All Branches” which num- 
ber is also printed on all gas bills. This 
directs all telephone business of the con- 
sumer to the order department, the in- 
coming calls términating on an 8-position 
multiple order table shown in Fig. 4. The 
clerks who answer “This is the Gas 
Company” are specially trained to 
handle all orders and give the needed in- 
formation. This eliminates the telephone 
operator and saves referring the calls to 


Fig. 4 


various parties, to the great annoyance of 
the customer. The order table is in mul- 
tiple with the switchboard and in the 
event that the consumer wishes to speak 
to the manager the connection is made 
through the switchboard without delay. 

The order memo used at all branches, 
sub-branches and telephone order depart- 
ment for taking orders is shown in Fig. 
5. This is the only form used when con- 
versing with a consumer and provides 
for the taking of all orders or inquiries 
regarding pending orders. The flexibility 
of this form will be noted. If in con- 


ORDER MEMORANDUM 
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Questions Usen sy Texerrone Onver Crerxs 


{ce » 
» ti ‘ > si Madam 
Q.- 1—Did you Leave the order § eer ir or BM. ? 


Q.- 2—The address, please? (If not in the district, use R-4.) 
Q- 3—Speil the name, please. 
Q- 4 What part of the house do you occupy, Mr.———? (Ifnot - 
eccupant, on application for hall light, factory, etc., use R.6.) 
- $—Where shall we send the final bill, Mr. ———? 
- 6—Have you a deposit, Mr. ——? 
.~ 7—When do you wish this done, Mr. ——? ) 1f reply is not 
.- 8—When did you leave the order, Mr. ———? fae schedule 
- 9—When are you moving im, Mr. ——? time use R-3. 
Q-10—Witl someone be there all that day to sign the application 
and pay the deposit? 
Q.-11—What is the new address, please? 
Q.-12—Where do you notice the gas leaking, please? 
Q-13—Do you live at this address, Mr. ? 
Q.-14—Did you telephone the order, Mr. 
Which office did you call at, please? 
Q.-15—Is this a new house, Mr. ? 
Q.-16—De you wish to speak to him personally or is there some- 
thing I can do for you, please? (See Instructions to Telephone Order 
Clerks, page 9, paragraph 4.) 
Q.-17—Did you receive notice to pay the bill, Mr. ———? 


? (1 necessary.) 


Not Mewtionen on Onver Crenn’s Cart 


Q.-18—What can I do for you, please?—To be used when nature of 
call 15 not mentioned. 

Q.-19—What time yesterday, please?—To be used when calling party 
replies “Yesterday.” 

Q.-20—Would you care to speak to the ——— (title), Mr, ———?= 
To be used when consumer is not satisfied. 





Repuies Usep sy Teernone Onver Cirrxs 


it is attended to, Mr. ——. 
the order is attended to, Mr. ——— 
R.- 2—Your order shall be attended to 
today, Mr.———. Add R.-3 when necessary 
(Specified time), Mr.——. Add R.-3 when necessary. 


R.- I—I will see at once that { 


R.- 3—It will be impossitle to attend to your order before ——— 
(schedule date), Mr. ———. (If necessary add) The Company requires 
—— (schedule time) on such orders. 


R- 4-1 wil ake the | EE | tor you and forward itt the oss 


Branch (specify location) as we do not serve that territory. 

R.- $—The Company will have an agent call on you regarding this 
matter. 

R.- 6—It will be mecessary to send check or moncy order with 
written request to this office (specify), Mr: ——. 

R.- 7—The Company will gladly investigate for you, Mr. ———. 
R.- S—This matter shall be thoroughly investigated ; thank you Mr. 


R- 9—I will call the Mamager’s attention to this at once, Mr. ——. 
(Substitute Chief Clerk, etc., for Manager.) 
R.-10—I will connect you with the (title), Mr. ———. 


R.-11—This will be attended to, Mr. ——. 








Fig. 6 


versation, for example, the consumer 
gives the “moving to address” instead of 
the “moving from address” the form 
provides for the change without rewrit- 
ing. This is appreciated most by the 
consumer who is not compelled to repeat 
any of the conversation. All clerks who 
take orders use standard questions and 
in sequence determined by a chart (Fig- 
ures 6 and 7). For instance, a consumer 
complains of a leak either over the tele- 
phone or at the desk. On the chart 
shown in Fig. 7 under the title “Leak” 
are found Q. 1, 2, 3, 12, 13 R1, and by 
reference to the chart shown in Fig. 6 
will be found just the questions that 
should be asked in order to obtain from 
the consumer the necessary information 
in the most concise and direct form to 
properly record his complaint, the result 
of which is that the phraseology of all 
orders is standardized in every particular 
and carries complete and exact informa- 


tion. 


For instance, the terms “supply” 
or “disc” are used instead of “set or un- 


lock” or “lock and remove.” The order 
memo is typed on the telegraph type- 
writer to the order department. 

Upon receipt of an order at the order 
department, whether by telephone or 
telegraph typewriter, reference is im- 
mediately made to the meter record cards 
for classification of orders, meter num- 
bers, corrections of all kinds, elimination 
of orders duplicating pending or com- 
pleted orders, etc. When an order has 
satisfied all these requirements, the date, 
order number and class of order is 
stamped on the order and the card simul- 
taneously by a specially designed hand- 
stamp machine, thereby eliminating er- 
rors of long-handwriting. A tissue paper 
copy, which is automatically dried (Fig. 
8), is made of the order in its entirety by 
an electric rotary copy machine, making 
such copies at the rate of 900 per hour. 
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ORDER CLERK’S CHART 
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FORM 1173 
SHOP REPORT MEMO 
































- Address 
Name 
Ciass of Order Orger N: 
oF 

Whom Seen | 77. f 
Report WA es 
Date >. Time WA 1/0 

Fig. 9 


This copy is filed according to order 
number in a pending order file, the order 
being sent to the shop for performance 
of the physical work. 

Shop reports (Figure °) showing 
status of all uncompleted orders are sent 
at night to the order department and are 
attached to the copy of the order in the 
pending file by matching the order num- 
ber. 

The orders completed by the shop each 
day are handled by night clerks in the 
order department as follows :-— 

The cards are stamped the date com- 
pleted; all complaints, leaks, etc. (not 
meter orders) are filed according to or- 
der number in the completed order file; 
all meter orders are listed on a triplicate 
form (Figure 10) for shop, office and 
order department reference. 

A daily report of all work completed 
by the shop is made, showing the classi- 
fication of order, size of meter, etc. 
(Figure 11). 

A daily report showing the length of 
time consumed to complete each order is 
sent to the shop distribution superintend- 
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ent (Figure 12) which report is recapit- 
ulated monthly. 

All meter orders are listed on the par- 
ticular bookkeeper’s route sheets (Fig- 
ure 13) of which a recapitulation is 
made daily (Figure 14). 
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Telephone Order Department's 
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List of Tickets Received from Apphcanon Dept. by Bookkeeper Route No... a ae 
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Fig. 13 


These route sheets, together with the 
Sheet meter orders completed by the shop, are 
rere ener Rae. sent by the order department the follow- 
3 ing morning (8 a.m.) to the respective 
branch office where they are entered in 
the ledgers by the bookkeepers. The 
following day the route sheets, together 
with the orders listed thereon, are re- 
turned to the order department where 
they are checked as to ledger entry, etc. 
The copy of the order is then taken out 
of the pending file and destroyed and the 
order is filed numerically in the com- 
pleted file. 

It will be noted that the forms shown 
in Figures 10, 11, 12, 13 and 14 must 
balance. 

A postal card (Figure 15) is sent on 
receipt of order duplicating previous 
order and a postal card (Figure 16) is 
sent when orders are cancelled “Failure 
to get access to premises.” 

The advantages claimed for the 
described system are as follows: 

1. This system maintains 24-hour 
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Tre Brooxtyn Union Gas Co., 
Orper DerartMENT 


Phone Prospect 5100 


1024 Fulton Street, 
Brooklyn, N. Y.. 

Dear Sin 

In reference to your of 
| we beg to inform you that this matter, according 
| to our records, was attended to | 

to your satisfaction. 

‘We assume this order 1s duphcating your previous request and we WILL 


NOT take any action on it. If however the matter was not attended to as stated, 
we will be pleased to have you advise us to that effect by Post Card attached or 
by telephone. Very respectfully. 
Tre Brooxtyn Union Gas Co., 
Orver Derr. 








THE BROOKLYN UNION GAS CO.. 


1024 Furton Street, 


Brooxtyrn, N. Y 











Fig. 15 


service every day as described below; it 
affords immediate access to all the in- 
formation contained in the ledgers, with 
the exception of the moneys and in- 
dexes; it shows whether an account has 
been locked for non-payment and for 
what amount; it gives all details on all 
orders completed or pending. 

2. When the meter number on the 
completed order does not compare with 
the meter record card the order is sent 
out again to have the number verified 
before sending it to the bookkeeper. This 
saves the bookkeeper considerable time, 
and builds up more accurate meter num- 
bers on the ledgers; it also brings out the 
fact that the fitter did not call at the 
premises, if such was the case. This 
sometimes occurs with complaint orders. 

3. In the event of fire at the branch 
office, the meter record cards would pro- 
vide a duplicate of the ledgers, with the 
aforementioned exception of moneys and 
indexes. 

4. It facilitates the handling of or- 
ders; first by telegraph typewriters to 
centrally located order department; sec- 
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ond to shop on premises; third by night 
work at order department. 

5. It provides an immediate and com- 
plete reference for the shop. 

6. After accounts have been opened 
on “Register Only” meters for new con- 
sumers it is not possible to lock the meter 
in error when the discontinue notice 
from the old consumer is received. 

?%. When a meter has been ordered 
“Change Does Not Register” and later a 
complaint of “No Gas” has been re- 
turned as “Changed—Meter Sticks” the 
“Change Does Not Register” order is 
cancelled. This saves the meter from 
being changed twice. 

8. When a meter is ordered changed 
for any reason and this meter in the 
meantime has been locked, the order is 
changed to “Remove Locked Meter.” 
This conserves the company’s stock of 
meters. 

9. Meter record cards check book- 
keepers, whether or not balance orders 
are necessary, thus facilitating the meter 
balance. 

10. When a supply order is received 
and there is a “Remove Locked Meter” 
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Tre Brooxtyn Union Gas Co., 
Orver Department 
1024 Fulton Street, 
Brooklyn, N.Y... - 


Phene Prospect 5100 


Dear Sin: 

We beg to inform you that we have made 
Premises in response to your 
and that our man reports he was unable to get any answer to his calls 


calls to your 


Please advise us by return Post Card attached what day we can get 
access to your premises to complete the work for you. 
Very respectfully, 
Tre Brooxtyn Union Gas Co., 
Orver Dept 


OLY Can 
7 —-— ON 
THiS SIDE OF CARDS FOR ADDI SS ) 


THE BROOKLYN UNION GAS CO., 





1024 Futon Strarer, 
Onver DerantMent 


NA. Broox.yn, N. ¥ 
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order uncompleted on card the shop is 
notified to cancel the “Remove” order. 
This eliminates the possibility of remov- 
ing the meter in error. 

11. This system will make branches 
uniform in their practice. The record of 
all orders is more accurate and secure 
with this system, due to filing numerical- 
ly and the many checks that can be em- 
ployed, including the returns from the 
books, etc. The pending file, arranged 
according to order number can be 
checked readily, to ascertain delays, as 
the oldest order will be first, etc. 

12. Addresses from which numerous 
complaints have been received are re- 
ported to the inter-department superin- 
tendents concerned, in order that per- 
manent remedies may be made. 

In order to contrast the present with 
the former system it might be well to 
draw attention to the fact that there were 
20 distinct forms made in duplicate on 
which orders were written in long-hand, 
such as “Set or Unlock,” “Remove or 
Lock,” etc. Order numbers were given 
at the branch office. Orders taken at the 
sub-branches were sent by messengers at 
regular intervals during the day, to the 
branches for this purpose. At the branch 
office the duplicate orders were filled ac- 
cording to the house number, irrespective 
of the street, in the pending order file. 
The original orders were sent periodi- 
cally by numerous messengers to the cen- 
trally located shop where the physical 
work was performed. The pending file 
was sent to the shop each night in order 
that a daily report could be made of the 
status of all pending orders. This report 
was copied in code on the back of the 
duplicate orders. Upon completion of 
the physical work, the duplicate orders 
were taken from the pending file, at- 
tached to the original orders, and sent 
to the branch the following morning. 
The office routine, such as: meter re- 
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ports, record of sizes, etc.; and routing 
to the bookkeepers, consumed most of 
the next day. Some days later the book- 
keeper returned to the application de- 
partment the route sheets and both. or- 
ders; the duplicate was filed according 
to order number in the completed dupli- 
cate order file, and the completed original 
order was filed according to the street 
and house number in the completed 
original order file. 

The objectionable features of this 
system were as follows: 

1. Insofar as it was advantageous to 
have one centrally located shop for many 
reasons, the lost time in despatching the 
orders to and from the sub-branches and 
then to and from the shop, in addition to 
the cost of messengers, was of material 
importance. 

2. In taking orders from the con- 
sumers it was necessary in most cases to 
listen to the entire conversation before it 
could be determined which one of 20 
forms of orders was to be used. The 
consumer was then compelled to repeat 
most of the conversation. 

3. It was impossible by reference to 
the pending file to avoid issuing orders 
duplicating previous orders, or to give 
accurate information pertaining to or- 
ders because of the lapse of time before 
filing. This was also true of the com- 
pleted files, for the same reason. 

4. It was difficult to check the shop 
on delayed orders in the pending file as 
100% of the pending orders had to be 
handled. 

5. After the physical work was com- 
pleted a day was lost in preparing the 
orders for ledger entry. 

6. Many errors occurred and much 
time was lost in deciphering orders due 
to the fact that they were written in 
long-hand and were handled from 12 to 
22 times each. 
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%. Orders pertaining to meters could 
not be compared with the ledgers before 
they were issued so that sufficient in- 
formation would be on the order to aid 
the work in the shop. 

8. The shop had no record of com- 
pleted orders for reference purposes. 

The predominating features of the 
new system are: the flexibility of the 
new forms used; the simplicity of train- 
ing new employees; the discard of rec- 
ords after they have ceased to be of 
value; and the supervision concentrated 
at one point independent of both the 
branch and the shop. 
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The company’s experience of approxi- 
mately two years with the electric type- 
writers attests to their reliability. 

In conclusion, experience teaches that 
good public relations can be maintained 
only by rendering good service. The goal 
of our ambition is to satisfy our con- 
sumers. We believe the order system 
described, which is a definite schedule of 
work completion, will lead a long way 
toward our objective and will be a means 
of stimulating our entire organization to 


serve promptly, satisfactorily and with- —~ 


out discrimination in their dealings with 
the public. 


+ + + 


College Courses on Public Utilities 


T HE ESTABLISHMENT of three evening 
courses on public utilities, all starting 
this Fall, has been announced by uni- 
versities. In each case a well-planned 
curriculum has been laid out to be 
handled by the best instructors available. 
There is an urgent need for such courses. 
Young men in the employ of public utili- 
ties wishing to further their industry 
have difficulty in securing class room in- 
struction. It is hoped that the evening 
courses announced by Northwestern 
University, Chicago; Temple University, 
Philadelphia; and University of Penn- 
sylvania also of Philadelphia, will be fol- 
lowed by others in different parts of the 
country. 

The course at Northwestern Univer- 
sity is a four-year one, three evenings a 
week. For those who are high school 
graduates, the completion of this course 
leads to a diploma, conferred by the Uni- 
versity. Further information can be ob- 
tained from Dean Ralph E. Heilman, 
School of Commerce, Northwestern 
University, Chicago, III. 


The Temple University course is a 
year’s course, two nights a week. An 
announcement of this course was given 
in the October issue of the Monthly. Fur- 
ther information can be secured from 
Dean Milton F. Stauffer, School of 
Commerce, Temple University, Phila- 
delphia, Pa. 

The evening course at the University 
of Pennsylvania is on “Business Eco- 
nomics and the Regulation and Opera- 
tion of Public Utilities.” The classes 
will meet one evening a week during the 
first term and two evenings a week dur- 
ing the second term. Further informa- 
tion can be secured by addressing Theo- 
dore J. Grayson, Director, Evening and 
Extension Schools, University of Penn- 
sylvania, Philadelphia, Pa. 

These great universities have taken 
the lead in this progressive movement; 
perhaps others will follow. The success 
of the movement is directly dependent 
upon the cooperation secured from utili- 
ties. 
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The New Officers 





H. C. Abell 


k. H. C. ABELL, the newly elected 

President of the Association, was 
born in Winnipeg, Manitoba, and ob- 
tained his preliminary education at St. 
John’s College, Winnipeg. He entered 
the employ of the Canadian Pacific Rail- 
way as an apprentice engineer and later 
was engaged in installing and operating 
electric light and electric railway plants. 
After a varied experience in connection 
with the operation of public utilities he 
took a course at the Armour Institute of 
Technology of Chicago and obtained the 
degree of B.S. in Electrical Engineering 
and later the degree of Electrical Engi- 
neer. 
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In order to augment his practical engi- 
neering experience and to become more 
familiar with the intensive use of steam 
apparatus, the most efficiently operated 
at that time, he entered the marine serv- 
ice, first, on the Great Lakes with the 
Anchor Line, and later in the ocean serv- 
ice. The work undertaken required the 
qualifications of a regularly licensed 
marine engineer. During the Spanish- 
American war he served as an engineer 
on the auxiliary Cruiser St. Louis. 

At the close of that war he again be- 
came identified with the public utility 
field and has since devoted his entire time 
to that industry, covering practically all 
departments in the design, construction 
and operation of public utilities. For 
many years he was connected with the 
undertakings and activities of Mr. Emer- 
son McMillin, a well known pioneer in 
the development of public utilities as an 
investment. He has served on many 
committees in all branches of the indus- 
try—engineering, accounting, rates, com- 
mercial and public relations—all of which 
has made it possible to obtain a rounded 
experience in all phases of the public 
utility industry. 

Mr. Abell was a director of the Ameri- 
can Gas Institute, and for years has been 
an active participant in association work. 
At the present time he holds the follow- 
ing offices in the National Electric Light 
Association : 

Member of the Executive Committee, 
Chairman of the Organization Commit- 
tee of the Public Utility Information 
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Bureaus, and Vice Chairman of the Pub- 
lic Relations Section. 

He is a member of the Executive 
Board of the American Gas Association 
and Chairman of the Committee on Gas 
Appliance Testing Laboratory. 

In addition to being Vice President of 


the Electric Bond and Share Company , 


of New York, Mr. Abell is President of 





c. L. Holman 


M:* CuHartes L. Hotman, the newly 
elected Vice-President of the Asso- 
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the National Power and Light Company 
and is a director and an official in many 
public utility undertakings. 

He is a member of the American So- 
ciety of Mechanical Engineers, Ameri- 
can Institute of Electrical Engineers and 
the Engineering Institute of Canada, be- 
sides several clubs, Engineers’ Club of 
New York, Bankers’ Club, etc. 


+ 


ciation, has long been in the gas industry, 
now being President of the Laclede Gas 
Light Company, St. Louis, Mo. 

Mr. Holman has been with the La- 
clede since 1903, having successively 
been secretary, vice-president, vice-presi- 
dent and general manager, and president. 
Throughout his connection with the La- 
clede Mr. Holman has been prominent in 
affairs of the gas industry. 

In 1912 he was president of the Na- 
tional Commercial Gas Association and 
after its consolidation with the American 


Gas Institute in 1918 became vice-presi- 


dent of the new association. 

The new members of the Executive 
Board elected to serve two years are: 
D. D. Barnum, Boston, Mass.; R. B. 
Brown, Milwaukee, Wisc.; Howard 
Bruce, Baltimore, Md.; M. B. Daly, 
Cleveland, Ohio; H. L. Doherty, New 
York, N. Y.; F. A. Lemke, Kalamazoo, 
Mich.; Chas. A. Munroe, St. Louis, 
Mo.; D. J. Young, Tacoma, Wash. 














I firmly believe that if the gas industry were to develop and follow 
a technique in dealing with its public, comparable in excellence with that 
which it now employs in the manufacture and distribution of its prod- 
uct, the politicians who usually preach only that which is popular, 
would find other texts to serve their purposes, and our lawyers could 
take a well-earned rest at their own expense——M. E. DILion. 
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Report of Secretary-Manager for the Year 
Ended September 30, 1924 


HE AMERICAN Gas ASSOCIATION has 
finished another year of service to the 
industry, and therefore to the public, 
marked by enlarged membership in all 


classes, continued loyal moral and finan-: 


cial support, and, we believe, great use- 
fulness. 

The position of the gas industry in the 
organization of American life could 
hardly be stronger or present a more 
favorable outlook for the future. The 
gas business today is a good business. 
Its public relations are on a better foot- 
ing than ever before. Its public regula- 
tion is more reasonable and based upon 
sounder principles than at any time since 
regulation began. Its securities command 
confidence in the financial markets of the 
world. 

A sketch of the important items in the 
statistics of the industry for 1923, as 
compiled and analyzed by the Associa- 
tion’s statistical department, demon- 
strates that during last year the industry 
continued to enjoy the steady march of 
former years. The total gas produced 
and purchased for public distribution in 
1923 was 418,000,000,000 cubic feet. For 
the first time we crossed the mark of 
400,000,000,000 cubic feet in a year. 

It is interesting to note that of the 
gas actually manufactured in the plants, 
approximately 74% is carburetted water 
gas, 18% is coal gas, and approximately 
8% is oil gas. The coal gas manufactured 
shows an increase of about 6,000,000,000 
cubic feet over the 1922 figure, while the 
carburetted water gas manufactured in 
1923 shows a gain of approximately 
8,000,000,000 cubic feet over 1922. Car- 
buretted water gas seems, therefore, to 
be more than holding its position. This 


is, of course, due in part to the increase 
in some cities in house heating and simi- 
lar loads, creating a peak load carried by 
additional water gas equipment. Due to 
the trend toward a lower content of Brit- 
ish thermal units and to increasingly effi- 
cient methods, we are using proportion- 
ately less oil, thus aiding conservation of 
natural resources in this direction. 

An important feature is the marked 
increase in coke oven gas purchased and 
mixed with manufactured gas for city 
use. In 1921 the amount of this gas pur- 
chased was 37,000,000,000 cubic feet; in 
1922 this figure increased to 53,000,000,- 
000 cubic feet and reached approximately 
66,000,000,000 cubic feet in 1923—or 
about 8,000,000,000 cubic feet more than 
the coal gas manufactured for that year. 
This represents an increase of approxi- 
mately 80% between 1921 and 1923. 

If this purchased coke oven gas is 
added to the coal gas manufactured, the 
combined 1923 figure will show an in- 
crease over 1921 of approximately 
125,000,000,000 cubic feet as against 
24,000,000,000 cubic feet for carburetted 
water gas—and a percentage increase of 
25% as against 11%. From this stand- 
point, the anticipated trend toward the 
increased use of coal gas is justified. 
However, these figures clearly show the 
strong position both of coal gas and of 
carburetted water gas. 

In considering the raw materials used 
for the manufacture of gas, it is inter- 
esting to note that in 1921 the ratio of 
coke to anthracite coal used for gas 
manufacture was as 57 to 43, whereas in 
1923 the ratio was as 75 to 25. Coke is 
a product second only to gas in impor- 
tance to the industry and its increasing 
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use in our own manufacturing processes 
will be welcomed by all gas men. Of the 
coke used in 1923, 40% was coke made 
by combination coal and water gas plants 
as a by-product of their coal gas manu- 
facture and used as a generator fuel in 
their water gas machines. Such control 
of an essential raw material is a factor of 
strength for any industry. 

The total annual sales of gas for the 
year 1923 are reported as a little over 
384,722,000,000 cubic feet, an increase of 
approximately 9.87% over the annual 
sales in 1922. A comparison of the 1923 
sales with the gas produced and pur- 
chased for the same year indicates “un- 
accounted-for gas” of approximately 
7.94% as compared with 9.16% in 1921, 
the last year for which official statistics 
were published by the Association. This 
reduction in gas unaccounted-for is prob- 
ably due, not only to increased efficiency, 
but to the increase in the amount of coke 
oven gas purchased. 

Our sales in 1923 were more than 
double the annual sales for 1913—the in- 
crease in sales for the ten years more 
than equaling the total output for the 
year prior to the outbreak of the world 
war. 
factured gas practically equal the total 
sales of gas during all of the preceding 
forty years. 

The analysis of sales according to uses 
indicates that 24.02% of the total sales 
for 1923 (or slightly over 92,000,000,000 
cubic feet) were used for industrial pur- 
poses. In 1921, the industrial sales rep- 
resented 21.62% of the total, or a little 
over 70,000,000,000 cubic feet. In two 
years, therefore, our sales for industrial 
purposes have increased by nearly 
22,000,000,000 cubic feet, a ratio of in- 
crease of 30%. It has been stated that 


In this decade the sales of manu- 
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our sales for 1923 are double those for 
1913. It is interesting to note that the 
industrial sales for 1923 represent 47% 
of this increase, as the sales for industrial 
purposes in 1913 were practicably negli- 
gible. 

An attempt was made to have the com- 
panies segregate their sales for house- 
heating, but so few were able to do this 
that no effort was made to estimate this 
figure for the industry. It is realized, 
therefore, that the total sales reported in 
1923 for domestic uses (72.41% or more 
than 278,000,000,000 cubic feet) includes 
not only the cooking and lighting load, 
but the heating load as well, exclusive of 
industrial heating. This would include 
the househeating load, both central house- 
heating and auxiliary heating, and it is 
hoped that next year our companies can 
be in a position to segregate and deter- 
mine the percentage of our sales which 
are devoted to this very important pur- 
pose. 
agement to our members interested in in- 
dustrial fuel to be able to indicate how 
materially this form of utilization is in- 
creasing our sales. 

In 1923, the gas industry placed 
417,000 new customers on its books and 
connected up 426,000 additional meters. 
Approximately 3,500 miles of additional 
mains were added to our distribution sys- 
tems. 


The following brief statistical table 
gives a view of the situation: 


Certainly, it has been an encour- 


Estimated Volume of Manufactured 
Gas Sold 1923 


Purpose Per Cent M.C.F. 
Domestic Uses 72.41 278,560,522 
Industrial Uses 24.02 92,424,616 
Unclassified 3.57 13,736,862 

100.00 384,722,000 
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Estimated Production of Manufactured Gas 
1923 1922 1923 


Increase 
M.C.F. M.C-F. 

7,834,000 

5,719,000 


M.C-F. 
Carburetted Water Gas 
Coal Gas 
Oil Gas 
Coke Oven Gas purchased and distributed for 
public use 
(Coke Oven Gas consumed at point of produc- 
tion or for purposes other than public use 


* 65,872,000 52,883,000 12,989,000 


is not included) 


Total Manufactured Gas 





379,590,000 353,565,000 


Natural Gas purchased and mixed with manu- 


factured gas for public use 
Grand Total 


Number of meters—Prepayment 
Number of meters—Ordinary 
Total meters 


Number of Consumers 
Miles of Gas Main 


Association Membership 


Our membership, as of September 30, 
stands as follows: 


Gas Companies 519 
Holding Companies 17 
Manufacturer Companies 293 
Individuals 2473 
Honorary Members 2 


The increase in gas company members 
is 16; in manufacturer company members 
28, and in individual members 264. 


Affiliated Organizations 


The Association has closely and with 
increasing results continued the work so 
auspiciously begun a year earlier of 
bringing the national organization in 
closer and more intimate touch with the 
affairs of the state and regional gas asso- 
ciations throughout the country. Repre- 
sentatives, of the Association’s staff have 
attended most of their conventions and 
through this means and by committee 
representation and by correspondence 
contact we have shared the work to a 
very large extent. The affiliated organi- 


35,435,000 
389,000,000 


2,975,000 
29,000,000 





418,000,000 


870,993 
9,040,151 
9,911,144 9,474,000 


9,800,034 9,373,000 
76,917 73,400 


zations represent a most important fea- 
ture of the gas industry and one which 
deserves a full measure of support. On 
the part of our staff this work is under 
the official direction of Mr. Kurwin R. 
Boyes, Secretary of Relations with Affil- 
iated Associations. 

In this connection it is gratifying to 
note that, through the activity of the 
Southern Gas Association, a chair 
in gas engineering has been established 
at Johns Hopkins University, in Balti- 
more, with financial pledges to guarantee 
its continuance for at least five years. 


Joint Committee 


The Joint Committee of National Util- 
ity Associations, composed of representa- 
tives of our organization, the National 
Electric Light Association and _ the 
American Electric Railway Association, 
has continued to function throughout the 
year. By this means, we have kept in 
touch with certain proposed federal legis- 
lation and have been able to present our 
views on pending bills to the committees 
of the National Congress. 
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Publications 

Close attention has been paid to the 
regular and special publications and, 
judging from the expressions of opinion, 
they are regarded by the industry, gen- 
erally, as of marked value. It is our aim 
to get the more important current news 
of the industry into the hands of our 
membership through means of the Serv- 
ice Letters. 


Statistics 

Each year since the organization of the 
Association has witnessed a growing co- 
operation on the part of gas companies 
and manufacturer companies in furnish- 
ing to Headquarters detailed information 
concerning the operations of the indus- 
try. Individual figures are, of course, 
not published. To the Association’s staff 
has recently been added a statistician, 
working under the direction of a com- 
mittee of the staff, by which means we 
propose to make our statistical depart- 
ment a growing factor. To this end we 
shall need the sympathetic support of all 
our members. 


Special Counsel 


The Association has continued to en- 
joy the services of Mr. Carl D. Jackson, 
former Chairman of the Wisconsin Utili- 
ties Commission. He has been available 
in a great many instances for highly suc- 
cessful work to the industry. 


Section Activities 


I do not intend to anticipate the full 
reports which will be made in the various 
sectional meetings and am mentioning 
them here briefly only because it is not 
possible for those present to attend all 
these sessions. Since the reports of com- 
mittees will be either presented in full 
to or summarized for these general ses- 
sions, I shall not deal with those subjects. 
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Accounting Section: As its chief ac- 
tivity in 1924, the Accounting Section 
has had prepared a splendid report on the 
Analysis of Gas Company Statistics by 
a committee composed of statisticians 
from our largest holding companies. 
This report accentuates the importance to 
the individual gas company of develop- 
ing statistical records. The Committee 
will be continued as an Advisory Board 
to assist Association Headquarters in 
the development of national statistics. 
Recognizing the importance of supplying 
prompt and reliable statistics on the de- 
velopment of the industry, this work is 
being reorganized at’ Headquarters under 
the supervision of the Secretary of the 
Accounting Section and the Committee 
on Analysis of Gas Company Statistics 
and additions have been made to the 
statistical department of Headquarters to 
secure more prompt publication of statis- 
tics. : 

A very tangible accomplishment is re- 
ported by our Insurance Committee 
through whose efforts we were enabled 
this year to secure for our member com- 
panies a reduction of 36 per cent in the 
rates charged for public liability insur- 
ance. 

During the year the following addi- 
tional state commissions have adopted the 
Uniform Classification of Accounts for 
Gas Companies: Connecticut, Georgia, 
New York and Arizona. The members of 
our Committee on Uniform Classification 
of Accounts have kept in close touch 
with the situation in various states and 
have made appearances before commis- 
sions when requested by the local com- 
panies. 

The Committee on Relations with 
Customers has again this year submitted 
a most comprehensive report on practical 
methods of improving public relations 
through increased efficiency of depart- 
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ments whose personnel are actually in 
contact with the puulic. 

The work of the Section on budgetary 
control is worthy of the close study of 
executives as well as accountants and the 
work this year has been developed 
particularly from the executive’s point of 
view. 

Commercial Section: By far the most 
outstanding effort of the Commercial 
Section during this year and we are told 
the most constructive and helpful service 
ever offered through the Association to 
the men engaged in sales development 
work in the gas industry has been the 
Monthly Sales Service, which Service at 
the time of this Convention will have 
been running for a period of six months; 
a time sufficiently long to now warrant 
statement that it has been a pronounced 
success and is meeting a need in the in- 
dustry. There are over 750 subscribers 
now taking the Service regularly. I 
would recommend to those companies 
that are not receiving it to give the 
matter their early and favorable con- 
sideration. 

The Commercial Section, following the 
practice of progressive American busi- 
ness enterprises, has set for the industry 
a definite objective in sales attainment, 
that objective is an effort to bring about 
a 50 per cent increase in gas sales during 
the next three years. Good business 
practice has shown that where a definite 
objective is set up and an industry has 
a mark of attainment to work for the 
results obtained are far beyond the hap- 
hazard hit-and-miss methods of business 
conduct, and so hope it will be the case 
in the gas industry, but it can only be 
accomplished by the fullest and most 
complete cooperation of all member com- 
panies. 

Another important and ever growing 
activity of the Commercial Section is 
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that of the Home Service Committee 
which is continually putting before the 
member companies the strongest possible 
arguments for the organization and oper- 
ation of Home Service Departments as 
part of the sales activities of gas com- 
panies. There is an ever increasing num- 
ber of companies that have been sold on 
the value of such departmental activities 
and in those companies where Home 
Service Departments have been in oper- 
ation for any length of time it has been 
conclusively proven that such work pays 
and pays well. Through such a depart- 
ment there is opened up not only the op- 
portunity for a closer contact between 
the company and its customers and the 
creating of a better public understanding 
and confidence, but such departmental 
activity is also of great value as an edu- 
cational factor in bringing about a prop- 
er and greater use of gas service. 
Another phase of merchandising ac- 
tivity which has not been given the atten- 
tion its importance deserves by our in- 
dustry is the matter of window and show- 
room display. We seem to be behind 
the general run of American business in 
the matter of display work. There is 
no question but that window displays 
are a very important factor and adjunct 
in the matter of sales development. As 
an incentive to a greater interest in this 
matter the Commercial Section this year 
organized a Window Display Club to 
which any member of the Association 
was eligible to enroll without cost. Over 
200 Association members enrolled in the 
Club and monthly cash prizes have been 
awarded for the best display suggestions 
sent in by members of the Club. There 
has ‘been a noticeable improvement in 
some of the types of displays being used 
by gas companies, but the industry has 
not, as a whole, been sufficiently sold on 
the importance of display work as an 
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adjunct to the sales effort. This matter 
should be given greater consideration by 
the executives of each member company. 

The Commercial Section established 
the first Summer Sales Conference ever 
attempted by the gas associations at 
Millbrook Inn, Millbrook, New York, 
during the week of August 3 to 9. There 
were some 75 sales executives in attend- 
ance and the great value of this con- 
ference idea was not only in the ad- 
dresses and discussions but through the 
opportunity for sales managers from 
various companies to congregate under 
the most favorable conditions for a week’s 
period and to discuss among themselves 
their sales problems. This Sales Con- 
ference was a pronounced success and 
everyone who was in attendance ex- 
pressed the hope that it would be an 
annual event. 

Through its Committee on Coopera- 
tion with Architects and Builders the 
Section has had prepared a special filing 
folder for distribution to architects. 
These folders have been offered to mem- 
ber companies at the actual cost of their 
preparation and over one thousand of 
these filing folders have been delivered 
to our member companies for distribu- 
tion to their local architects. 


The Section has also had prepared a 
very attractive booklet designed to assist 
member companies in selling the public 
the advantages of heating water by gas. 
This is a syndicated booklet proposition 
similar to others that the Association has 
put out from time to time and is rather 
novel in its make-up in that it tells the 
story largely through pictures with a 
human interest story running through 
the booklet. 


Industrial Gas Section: Under the aus- 
pices of the Industrial Gas Section a 
series of booklets is under preparation at 
Headquarters. The first, that on House 





A. G. A. MONTHLY 





Heating, was published August 1 and 
over 500 copies have already been sold. 
About 10 manufacturer company mem- 
bers are furnishing purchasers with loose 
leaf catalogue sheets. The second of the 
series, that on Combustion, is ready for 
this Convention, while the third on 
Wholesale Baking is in the hands of the 
printer. Work on the remainder of the 
series is in progress. 

Industrial gas men have presented ad- 
dresses at affiliated association meetings 
and in the conventions of other indus- 
tries. A score of trade journals have re- 
printed articles of special interest to 
their particular subscribers furnished 
them by “Industrial Gas.” 


Under the auspices of the Industrial 
Gas Section the Association had an ex- 
hibit at the Steel Treaters Convention in 
Boston, September 22-26, in charge of 
our Service Engineer. 


Manufacturers Section: The Manu- 
facturers Section, now at the highest 
level of membership, speaks for itself 
very largely in the wonderful exhibit 
at this Convention. It will be noted 
that our facilities have been greatly im- 
proved this year through the action of 
the Association in inducing the owners 
of this Pier to put in permanent roofing, 
thus affording complete protection from 
the weather. 

The Pier authorities are also planning 
to heat the Arcade section of the Pier by 
means of gas fired steam radiators. We 
are cooperating with them to the extent 
of laying our gas lines so that they can be 
left in for their future use. 

The Chairman of the Gas Range Di- 
vision addressed a letter to all range 
manufacturers in the country calling to 
their attention the importance of build- 
ing specification appliances and enclosed 
a copy of A. G. A. Gas Range Specifica- 
tions. Many inquiries were received for 
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further information and requests for offi- 
cial approval of their products and re- 
sulted in securing several new member- 
ships. 

The Manufacturers’ Directory has 
been published in revised and more com- 
plete form and is issued twice a year to 
accompany the May and October issues 
of the Monthly. 

By action of the Managing Committee, 
the Manufacturers Section offered to 
underwrite or furnish complete equip- 
ment for an A. G. A. Appliance Testing 
Laboratory. 


Publicity and Advertising Section: An 
example of how the Association is reach- 
ing out into quarters where a friendly 
contact established now will be increas- 
ingly beneficial to the industry in the 
future is illustrated in striking degree in 
two specific accomplishments made by 
our Publicity and Advertising Section. 

In the course of a few months this 
Section has caused the investment bank- 
ing houses and the financial press of 
America to look to Association Head- 
quarters for up-to-date and authentic fi- 
nancial information on the manufactured 
gas industry. At the same time, the Sec- 
tion has written pamphlets and other 
publicity matter for the guidance of in- 
vestors in gas company securities and the 
most thorough distribution of this litera- 
ture has been made by the banking and 
brokerage firms themselves, with splen- 
did results. 

Among the newspaper publishers of 
the country and their influential organiza- 
tions and associations, the Section has 
established a most valuable contact. In 
this work it has been ably assisted by the 
27 state committees on public utility in- 
formation—a national movement merit- 
ing the wholehearted support of our in- 
dustry—and today it can be said confi- 
dently that the publishers of America al- 
most without exception know more about 
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the economics and the problems of the 
gas business then they ever did before. 

These are merely two of many regu- 
lar activities of this Section and progress 
has been accomplished not by adopting 
anything new or novel but by adhering 
closely to a program which has been in 
existence for five years and which em- 
phasizes the fact that when the Ameri- 
can public is correctly informed it ren- 
ders fair and just decisions. 


Technical Section: The most out- 
standing activity of the year for the 
Technical Section is the revision of the 
Catechism of Central Station Gas En- 
gineering Practice in the United States, 
published in 1919. For years the indus- 
try has lacked a thoroughly modern com- 
prehensive and reliable text book on the 
technique of the manufacture and dis- 
tribution of gas and it is proposed 
through the revision of the former 
Catechism to supply a book which will 
meet the most exacting requirements. 
Under an appropriation a paid editor has 
been employed for the compilation of the 
new edition, acting under the supervision 
of a Board of Technical Advisors and it 
is hoped to have the first volume of the 
new edition available for publication on 
or about the new year. 

Under authority of an appropriation by 
the Executive Board, the Committee on 
measurement of Large Volumes of Gas 
has just completed a series of tests to 
determine the relative accuracy of large 
volume meters including such types as 
the Standard Orifice Meter, Pitot Tube, 
displacement meters, Venturi Tube and 
Thomas meters. The results of these tests 
will be particularly important to compan- 
ies purchasing large volumes of coke 
oven gas and in connection with the me- 
tering of large volume industrial sales. 

A comprehensive report has been pre- 
pared on the developments in the manu- 
facture of water gas (carburetted and 
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uncarburetted) which represents the first 
report on this type of manufacture pre- 
sented by the Association for a number 
of years. 

For the managers of coal gas plants 
the reports of the Carbonization Com- 
mittee and the Coke Committee will be 
of considerable interest as both subjects 
have been exhaustively treated. 

The Distribution men will find much 
to discuss in the report of the Distribu- 
tion Committee and the paper of Mr. R. 
S. Fuller on High Pressure Transmission 
and Distribution of Gas. 

The chemists are principally repre- 
sented in the year’s activities through the 
correction and development of new meth- 
ods for the revised edition of the Gas 
Chemists’ Handbook. 

A paper by Dr. R. L. Brown on Gum- 
my Deposits in Meters, Their Correction 
and Prevention, summarizes the work 
that has been accomplished in the solu- 
tion of this problem under the appropria- 
tion provided for this purpose in coopera- 
tion with the Bureau of Mines. 


Gas Standard Regulation: 


Headquarters cooperates when the op- 
portunity is afforded with State Com- 
missions in the preparation of their regu- 
lations for gas standards and service. 

During the year the Executive Board 
‘ approved the Manual of Committee Pro- 
cedure prepared by Headquarters staff 
and reviewed by a committee of our past 
presidents. It is invaluable in tieing in 
the work of our committees and in avoid- 
ing duplication. 

Many of our prominent gas men, 
manufacturers, etc., have, with creden- 
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tials from the Association, been in Eu- 
rope during the past summer attending 
the Gas and Fuel Section of the World 
Power Conference in London, the Asso- 
ciated Advertising Clubs of the World 
also in London, the Centennial of the 
Gas Industry of France in Paris, and 
have viewed the gas exhibit in the British 
Empire Exhibition at Wembley. 


The Staff: 


With regret announcement is made of 
the resignation of Mr. Louis Stotz, 
Assistant Secretary-Manager of the 
Association and Secretary of the Com- 
mercial Section, which was effective 
October 1. The Executive Board has 
adopted suitable resolutions referring to 
Mr. Stotz’s long record of efficient serv- 
ice. 

I desire to make acknowledgment of 
the loyal and intelligent support and 
cooperation given during the year by my 
two assistants, Mr. Stotz and Mr. Sell- 
man; by the other section secretaries, 
Messrs. Hartman, Person and Berghorn; 
by Mr. King, our Service Engineer; by 
Mr. Scofield, editor of our publications; 
by Mr. Geo. G. Ramsdell and by all 
others at Headquarters. I would be re- 
miss indeed in making these acknowl- 
edgments did I fail to record the sym- 
pathetic and invaluable assistance I have 
received at all times from our President, 
Mr. Klumpp; from my predecessor, Col- 
onel Fogg; and from those men in our 
industry, including section officers and 
committeemen, with whom I have con- 
sulted and who have given me so freely 
of their time and their judgment. 





First Award of the A.G. A. Meritorious 
Service Medal 


Patrick Augustine Gubbins 


ie OF THE OUTSTANDING FEATURES 
of the program on the evening of 
the Public Relations Symposium at the 
recent Convention at Atlantic City was 
the first presentation of the A. G. A. 
Meritorious Service Medal. 


The award was made to Patrick 
Augustine Gubbins, Inspector and Sur- 
veyor, Consolidated Gas Company of 
New York, for a heroic rescue made on 
January 12, 1923. The deed, as de- 
scribed in the application for the award, 
was as follows: 

The Construction Department field 
force were building, at the works of the 
Astoria Light, Heat and Power Com- 
pany, Astoria, L. I., a second condenser 
intake located directly back of the face of 
the bulkhead on the East River and 
alongside of the old intake basin. 


Both of these intake basins are ap- 
proximately 10 feet square and are ex- 
cavated to a depth of about 24 feet. The 
depth of water in these pits varies ac- 
cording to the state of the tide in the 
river as the bulkhead is cut away so as to 
admit free passage of river water to the 
intakes. The wooden lining had not been 
placed in the new intake and the bank of 
the pit sloped up towards the old intake 
pit, there being a level space of only a 
couple of feet between the side of the old 
pit and the excavation for the new one. 

It was necessary to obtain certain 
measurements in the old intake pit and 
Mr. Gubbins, surveyor in the field force, 
directed a laborer to remove several of 
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the planks from the top of the old intake 
so that access could be obtained. As the 
planking was frozen in place by ice and 
snow, the laborer attempted to use a pick 
to loosen the planks. The pick slipped, 
the laborer fell backwards into the water 
of the open excavation of the new intake. 
He was well bundled up with heavy 
clothing. 

Mr. Gubbins, fully clothed and appre- 
ciating that the laborer could not swim, 
without hesitation picked up one end of 


a rope and jumped into the water of the 
new intake which was 12 to 15 feet deep. 
The rope fouled on the bank and was 
jerked from his hand as he landed in the 
water. He grasped the man and held him 
up until another member of the survey- 
ing party was able to get down and assist 
him to get the laborer out of the water 
and up on the surface of the ground. 

Mr. Gubbins, who is married and the 
father of seven, has been in the employ 
of the company for fourteen years. 




















The Golden Age is not behind, but before us. 


—St. Simon 
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Address of the Chairman—Accounting Section* 


W. A. SAUER 


HE ACCOUNTING SeEcTION of the 

American Gas Association is again 
in session. The results of the efforts of 
those who have been active in the affairs 
of the Section will be presented, for your 
criticism, discussion and endorsement. 
Those in attendance we hope represent 
all branches of the industry—finance, 
production, distribution, commercial ac- 
tivities, customers and public relations, 
new business and merchandising, general 
organization, and those whose duties deal 
with figures and pertinent facts. The pro- 
gram covers subjects which cannot fail 
to be of interest to everyone in the indus- 
try, who is considerate not only of his 
own particular field but sees beyond and 
realizes that a general knowledge benefits 
not only himself but also the work he is 
engaged in. 

This Section is named the Accounting 
Section. Possibly it might be well to 
change the name in order that all may 
realize what the scope of the Section’s 
field is, or else attempt to define account- 
ing as it is applied, so that all may under- 
stand it. Accounting is not bookkeeping. 
Many accountants never ran a set of 
books in their business experience. Ac- 
counting deals with facts which are not 
always represented by figures. Account- 
ing covers procedures and routines. Ac- 
counting covers the study of conditions 
that may be best bared by figures. Ac- 
counting, in its broadest scope, as we are 
dealing with it, means statistics, analysis, 


research, delving in to determine certain 
things—why things are as they are and 
what methods can be used to change 
them; facts to be presented in concrete 
shape to those who are technically quali- 
fied to follow them. 

The Section has taken on many activi- 
ties that cannot be properly classified 
under any definition of accounting ; how- 
ever, these subjects are of importance and 
should be studied and discussed. The 
Accounting Section has included such 
topics in its committee work and pre- 
sents the results. 

Relations with customers is a most im- 
portant subject, one that has been dealt 
with in previous sessions of this Section. 
Employees relations has also been given 
much thought. Finances and financing 
are subjects to which accounting is close- 
ly allied and have also been included in 
the activities of the Section. The range 
of the activities of the Section leads me 
to state that I believe the next admin- 
istration should consider submitting an 
amendment to the constitution, changing 
the name of the Section and defining its 
activities so that all interested may better 
understand what the activities of the 
Section embrace. 

The subjects upon which committees 
have been working during the year are: 
Customers Accounting, Budget and 
Fixed Capital Inventory, Customers Re- 
lations, Insurance, the Uniform Classifi- 
cation of Accounts, and Statistics. We 
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also have a committee working with 
state representatives and obtaining con- 
tributions to the Monthly. 

This administration has laid particular 
stress on the importance of statistics to 
the industry. We feel that it is a topic 
that is vital, that has been neglected and 
misunderstood and in order to further 
the progress of our business must be de- 
veloped. We believe that the statistician 
is the diagnostician of the company’s ail- 
ments, and that the figures and facts that 
can be brought forth can make for suc- 
cess or break an organization if ignored. 
We believe that few people in this indus- 
try, and in many others, have a clear idea 
of what statistics mean and do not real- 
ize that it means more than compilation 
of certain results represented by figures. 
For that reason, we have made it a fea- 
ture of this conference and we hope that 
our initial effort in presenting this sub- 
ject for the consideration of the gas in- 
dustry will make the efforts of the Ac- 
counting Section well worth the time 
that so many of its members have put 
into it in an attempt to define statistics 
so that all may understand. We hope to 
have the recommendation adopted which 
the Committee on Statistics will make, 
namely, that a Bureau of Statistics be in- 
stalled at Association Headquarters. 

The value of this recommendation 
should be made real by placing an ex- 
perienced and qualified person known to 
the industry in charge of this work. 

Another activity which this adminis- 
tration has devoted particular attention 
to is the development of the work of the 
Committee on State Representatives. We 
feel that most of the work of previous 
administrations has been temporarily lost 
by the fact that it has become buried in 
the archives and is never referred to. 
The work that has been done and is being 
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done is worth while. It is worth the 
trouble and expense, which is no incon- 
siderable item,.and it should be deter- 
mined if the industry is taking advan- 
tage of what has been and is being 
offered. The Committee is attempting to 
do this by building an organization of 
active representatives of all state and 
sectional associations in this country and 
Canada. These representatives are made 
acquainted with what has been done in 
the past, what papers and reports have 
been presented, what we believe their 
value to be and they have been asked to 
determine from the companies in their 
geographical sections what use they have 
made of the Accounting Section’s efforts. 
The Committee is also making an endea- 
vor to stimulate an interest in accounting 
activities (as we define them) in State 
Associations. Representatives of this 
Section have addressed most of the state 
meetings held during the past year and 
have received promises of co-operation 
in almost every instance. The work this 
Committee is doing should be brought up 
to the highest degree and should be main- 
tained as a permanent activity of the 
Section. 

The Chairman wishes to take this op- 
portunity to thank all those with whom 
he has been associated in the work of the 
past year. I believe that there is no Other 
section of the Association where closer 
co-operation is received, where more in- 
terest is shown and where more sincere 
efforts are being made to further the 
work of the Association than in the Ac- 
counting Section. But one regrettable 
fact is brought out. While every effort 
is made to introduce new blood among 
those actively engaged in the Section’s 
activities, it seems that our numbers are 
limited. This fact is due to only one 
cause, and again it is a misunderstanding 
of what accounting really is, although 
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the point has been brought up many times 
and is still being discussed frequently. 
So many of the companies in not only 
this industry but in others do not place 
the accountant and the accounting ex- 
ecutive in his proper place. He is not 
considered as. he should be, except in 
time of stress. Those who are responsi- 
ble for accounting organizations and the 
accounts of their particular companies 
should make every effort to see that those 
who are responsible to them should be 
more than mere clerks. Intelligence 
should be looked for and salaries that are 
commensurate with that intelligence 
should be paid. Efforts should be made 
to have the controlling executive realize 
the value of the work, its importance and 
what it means towards developing stabil- 
ity of organization and safeguarding the 
company from disaster. Accounting is 
like housekeeping. Good accounting 
means good housekeeping, and good 
housekeeping means an orderly house- 


+ 


+ 


hold. An orderly household means peace 
and contentment and preparedness. 

I am a firm believer in the importance 
of accounting. I do not believe it gets 
sufficient recognition. I have devoted . 
time and effort since I have been associa- 
ted with work of the Section toward im- 
pressing that viewpoint, and I hope to be 
able to continue to do so until the ac- 
countant and those engaged in accounting 
and in the work related to it receive the 
recognition they should. I hope that more 
thought will be given to the training of 
the men who are coming up. 

I have come to know many splendid 
men and have formed firm friendships ; 
have also acquired much valuable infor- 
mation. I am sure that all these and the 
work in which I have been engaged in 
here have had much to do with any 
progress I have made during the past 
few years. I know these same results 
have been gained by others; and can be 
gained by many more. 


+ 








Interpretation of the Uniform Classification 
of Accounts 


It seems not to be generally understood that provision has been made for 


securing uniform interpretation of the standard classification of accounts in 
its application to details not specifically stated in the classification. It is obvious 
that to secure real uniformity there must be uniform interpretation of the lan- 
guage of the classification. All questions of interpretation involving substantial 
doubt should be considered from a variety of viewpoints in order to secure 
satisfactory development of the classification, and arrangements have been made 
whereby such questions submitted by the heads of accounting departments of 
member companies may receive consideration by a joint committee composed of 
representatives of the National Electric Light. Association, the American Gas 
Association, and the Association of Railway and Utilities Commissioners. Such 
questions, with a clear statement of the facts from which they arise, may be 
addressed to Mr. H. W. Hartman of the A. G. A. Headquarters, who will 
submit them to thé joint committee. 
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Preventing Holder Accidents 


Bulletin No. 2—Accident Prevention Committee 


EVERAL RECENT ACCIDENTS have 

demonstrated the necessity for mak- 
ing complete periodic inspections of gas 
holders to detect evidences of corrosion, 
distortion and other detrimental condi- 
tions. Insufficient importance is some- 
times attached to routine inspection, es- 
pecially that of smaller holders and those 
housed within brick structures. This in- 
spection should be made regularly and 
methodically in order to determine local 
areas of corrosion and to reveal condi- 
tions which, if promptly attended to, will 
prevent further depreciation. 


1. If a holder has been in service for 
several years, especially if it has been 
known to have stored gas containing 
hydrogen sulphide, or other deleterious 
constituents, a thorough examination 
should be made at once. 


2. If conditions are such as to war- 
rant it, and it is impossible to make an 
internal inspection, plugs of metal should 
be taken from critical points on the 
crown of the holder and the corrosion 
measured from those samples. The edges 
of the holes should be carefully calipered 
from time to time to detect evidences of 
further corrosion. Particular attention 
should be paid to the interior seam laps 
in the crown, and to the interior surfaces 
and plates at places close to the seams. 
This especially applies to those circles 
near the crown plate. 





3. Holder water should be periodi- 
cally tested for acidity and for heavy 
concentrations of harmful salts. 


4. Heaping cinders against the out- 
side of the tanks will lead to considerable 
external corrosion. Nothing should be 
placed against the metal of the tank 
above the concrete of the base. 


5. The holder crown and frame 
should be kept free of any cinders which 
come from nearby smoke stacks, since 
local corrosion may occur, due to their 
acid nature in the presence of moisture. 


6. The holder cups should be care- 
fully inspected for corrosion, since this 
action is likely to be more concentrated 
at any water line which is maintained at 
a fairly constant level. They should be 
particularly inspected and_ regularly 
cleaned to remove any silt, dust, leaves, 
ashes, or any other foreign matter that 
may collect in them. 


?%. The guide framing should be 
plumbed regularly so as to determine any 
deviation from the vertical and its at- 
tendant strain on the entire structure. 
The rollers should be inspected for wear 
and maintained in proper lubrication and 
in actual contact with the bearing sur- 
faces. The roller faces and the bearing 
surfaces should be kept free from bind- 
ing rust. 
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Address of the Chairman— Publicity and 
Advertising Section* 


JAMES M. BENNETT 


I’ IT WERE DONE CORRECTLY, a report 
of this Section’s activities during the 
past year would be a history of all the 
publicity and advertising work accom- 
plished by the manufactured gas indus- 
try since the fifth annual convention of 
the American Gas Association. Mani- 
festly, such a task would be monumental 
and it is only mentioned here by way of 
illustration to emphasize the fact that 
the work of this Section is not the work 
of a specific committee or group, but is 
the work of hundreds of loyal and indus- 
trious individuals representing hundreds 
of companies, the sum total of which is 
the gas industry of today and the public 
relations work of that industry. 

The same thing could not be said five 
years ago when the Publicity and Adver- 
tising Section was established, but the 
contacts formed by this Section during 
the intervening years and the splendid 


- pioneering work accomplished by previ- 


ous administrations have given substance. 
form and system to the publicity and ad- 
vertising work of the manufactured gas 
industry and these have resulted in a bet- 
ter appreciation of the value of gas serv- 
ice, with corresponding benefits to the 
industry itself. 

Publicity and advertising are tools 
for doing the big job of selling goods and 
services and of interpreting the industry 
and its policies and problems to the pub- 
lic. You cannot measure their effective- 
ness with a slide rule or submit the re- 
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sults to a formula or expect something 
definite to be accomplished in a certain 
period of time. Only by keeping eve-- 
lastingly at it and hammering away with 
facts will the goal be reached. The same 
thing is true of sales stimulation or any 
other activity where publicity and adver- 
tising are concerned. 

It may surprise some persons to hear 
that this Section is today following prac- 
tically the same program that was 
mapped out for it five years ago. It 
should be congratulated for doing this, 
for only by “hewing to the line” will it 
be possible for the Section to win those 
things which its founders set out to 
achieve. From the first day that this 
Section got actively under way, there 
never has been a deviation from its orig- 
inal objectives. There may have been 
several departures in the use of publicity 
and advertising methods, occasioned by 
developments never dreamed of a few 
years ago, but the program of the Section 
is the same now as it was at the begin- 
ning. 

Today the Section has contact with 
every individual in the gas industry who 
is charged with public relations work— 
some 400 in number. A considerable pro- 
portion of this number is made up of 
men .who have entered the gas business 
from the newspaper or advertising pro- 
fession. Almost every day the number 
is growing, which fact, in itself, is sig- 
nificant in that it bears out the convic- 
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tion of some of the leaders of the in- 
dustry, to wit: that there is just as defi- 
nite a technique in publicity and adver- 
tising work as there is in chemistry or 
the engineering professions, and if a pub- 
lic relations program is to be prosecuted 
_successfully by a company a man should 
be employed who has gone through the 
newspaper mill and who knows the chan- 
nels through which valuable contacts can 
be formed. 

But no industry is self-contained, least 
of all the gas industry. During the last 
two years, by means of the Public Utili- 
ties Advertising Association and its rela- 
tion with the Associated Advertising 
Clubs of the World, the American News- 
paper Publishers Associations and the 
Inland Daily Press Association, the ad- 
vertising men, newspaper publishers, 
editors and reporters and a vast number 
of business executives outside our own 
industry have been told many truths 
about the gas business and its problems. 
Such contacts are invaluable and once 
established they lead to a better and more 
sympathetic understanding. Thus, there 
has been a constant widening of contact 
between this Section and organizations 
and individuals, both within and outside 
our own industry, keeping us in touch, on 
one hand, with our own fellow workers, 
and on the other hand, with influential 
business leaders whose thought goes far 
to intensify public opinion. 

It is apparent that in work of this kind 
it is difficult to place your hands on defi- 
nite results, but no one will doubt the 
wisdom of planting seed in quarters 
where we know it will grow and bear 
friendly fruit. The members of the 
Managing Committee of this Section 
have contended right along that the gas 
company manager and his local news- 
paper editors should be the closest of 
business friends. Where a contact of 
this nature can be assisted through the 
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publishers’ associations we are glad to do 
it, and many difficulties have been ironed 
out in the course of a single interview. 

Particular attention has been paid this 
year to the preparation and distribution 
of news matter to the state committees 
on public utility information. A regular 
news service has been maintained at As- 
sociation Headquarters and a careful 
check up shows that more news material 
pertaining to the gas industry is being 
published in the newspapers of the coun- 
try than ever before, with a _ record 
amount of favorable editorial comment 
following in its train. With half the 
company members of the Association 
subscribing to the advertising service, 
and with increased demands for litera- 
ture for public distribution, and for the 
motion picture film and lecture, the Sec- 
tion has seen its work increase very no- 
ticeably over last year and previous years. 

However, it is in the state information 
committee movement that the Section 
places its greatest confidence and hope. 
This movement has passed the experi- 
mental stage. It has made good. Its 
progress would seem to prove that here 
is an activity peculiarly well fitted for 
the public utility industry, one which will 
grow in importance and effectiveness, 
and one which deserves greater support 
from the gas industry than it is getting 
at this time. 

It is not so much a question of finances 
as it is of cooperation that counts in 
this nationwide dissemination of facts 
about the utility industry. The gas in- 
dustry is financing the work in first-class 
manner and for this it should be proud, 
but in several sections of the country the 
gas companies are not “feeding” news 
items into the State committees’ hands, 
nor are they sufficiently interested in the 
school and college work and in other ac- 
tivities recommended by the committees. 
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No one branch of the public utility in- 
dustry should be expected to do the lion’s 
share of the state committee work. Un- 
less all branches—street railway, tele- 
phone, electric light and power, and 
. manufactured gas—do their proportion- 
ate part, the movement will be handi- 
capped. It will not die, however, because 
of lack of assistance from any one branch 
of the industry. State committees are 
here to stay, and if they are not sup- 
ported in the manner they should be, it is 
the companies themselves which are go- 
ing to suffer. 

A newly awakened interest on the part 
of the investing public in utility securi- 
ties has reflected itself in the largest 
amount of new financing in the history 
of the industry and a demand for finan- 
cial information which at this time is 
practically insatiable. The Section has 
met this demand in able fashion and its 
news matter and special articles have 
been distributed frequently during the 
year to investment banking houses, finan- 
cial publications and the various statis- 
tical bureaus. 

The recent interview with John Moody 
is an illustration of what has been done 
along this line. Another case in point 
is the growing interest of financial pub- 
lications in the industrial gas business, 
brought about directly as the result of 
information disseminated from Associa- 
tion Headquarters. Heretofore, the 
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financial news distributing organizations 
have seldom requested data from the 
Association upon which to base their ar- 
ticles in the industry. Today they depend 
entirely upon Headquarters for news 
matter and statistics in the gas business, 
and the result is favorable publicity of an 
authentic nature. 

It is impossible, in a report of this 
kind, to tabulate results. The objectives 
desired by those whose business career in 
the gas industry is devoted to the pub- 
lished word are not one whit different 
from the accountant, the engineer, the 
chemist or the salesman. We are all 
striving for the same things—a bigger 
industry, a better industry, and an indus- 
try capable of meriting the wholehearted 
support of the public. Publicity alone 
is not the remedy. There must be an 
intimate tie-up throughout the entire or- 
ganization of a company and so on 
throughout the industry—a desire to ren- 
der the best service possible and a per- 
sistent use of every facility at our dis- 
posal to make that service understood 
and appreciated by the public. 

The Publicity and Advertising Section 
cannot control the mechanism of service. 
But when service is good, it can help 
broadcast the fact throughout the land. 
It is doing that job today and the present 
condition of the industry is a good test 
of whether or not it is doing the job 
efficiently. 


* 








If we devote our time to disparaging the products of our business 


rivals, we hurt business generally, reduce confidence, and in- 


crease discontent. 








—E. N. Hurley 
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Affiliated Association Notes 


Empire State Gas & Electric Association 


The annual meeting of the Empire State Gas and Electric Association, held 
at the Lake Placid Club on October 6th and 7th, was the most enthusiastic in 
its history. More than 300 executives with their wives and friends were in 
attendance, and perfect weather made the entertainment features a great suc- 
cess. A feature of the meeting was the increased interest of women in public 
utility affairs, as shown by the space given to women’s activities on the program 
and by the attendance of many delegates from the Women’s Section of the 
New York State Committee on Public Utility Information. 


The chief topics of the program were: 


“Truth in Advertising,” by Harry D. Robbins, Chairman, National Vigilance 
Committee, Associated Advertising Clubs of the ‘World. 


“The Social Significance of Gas & Electric Service,” by Mrs. Rosalie Loew 
Whitney, formerly a member of the New York State Industrial Commis- 
sion. 


Report of New York State Committee on Public Utility Information, M. S. 
Sloan, Chairman. 


Report of Women’s Section, New York State Committee on Public Utility In- 
formation, Mary E. Dillon, Chairman. 


“Training of Employees for Public Utility Service,” by Arthur Williams. 
“Public Utilities and the Public Welfare,” by Roland B. Woodward. 


The meetings were held, as usual, during the mornings, leaving the after- 
noons open for the entertainment program. More than a hundred took part in 
the golf tournaments. The Men’s Kickers’ Handicap was won by Mr. Henry W 
Peck of the Adirondack Power and Light Corporation, the Ladies’ Handicap 
by Mrs. Paul H. Smith, of Brooklyn. 


zee election of officers for the coming year was held with the following 
results : 


President: M. S. Sloan, Brookl | ie 2 

lst Vice-President: Ernest C. Seobell, Rochester, N. Y. 

2nd Vice-President: H. M. Brundage, New York, ae 2 

Treasurer: William J. Welsh, Stapleton, N. Y. 

New members of the Executive Committee: George J. Bishop, John N. 
Carlisle, Samuel G. Rhodes, Charles S. Ruffner. 


Southern Gas Association 


The Chairman of the Membership Committee, M. L. Kane, has started a 
drive for new members. A recent letter sent out requests the cooperation of 
all the present members asking that each secure at least one Junior and one 
Senior Membership. In any association a committee which is active and work- 
ing hard to accomplish the duty assigned to it deserves the full cooperation of 
all individual members of the association. Mr. Kane’s committee is getting re- 
sults but the members of the Southern Gas Association are urged to help the 
Committee to secure even greater results ~*~ h ssible by the comparatively 
small number of men on the Committee. ne’s address is 318 Gas & 
Electric Bldg., Atlanta, Ga. 
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Affiliated Association Notes 


Pennsylvania Gas Association 


Secretary G. L. Cullen has announced that the Mid-Year Meeting will be 
held at the Berkshire Hotel, Reading, Pennsylvania, on Thursday, December 4, 
1924. The President, J. Arthur Frick, will preside. The following tentative 
program should attract an even greater attendance than ever before: “Chris- 
man’s Down-Run Process” by L. W. Seltzer; “Saving Devices in Use by the 
Distribution Department” by A. M. Boyd; “Progress Made with Universities 
in Reference to Gas Question” by W. Griffin Gribbel, and two other papers, 
subjects to be announced later. Addresses will be delivered at the noon dinner 
by J. Arthur Keppelman, President, Consumers’ Gas Company of Reading, 
Pennsylvania; Hon. P. Fickenscher of the Public Service Commission of Penn- 
sylvania; J. S. S. Richardson, Director of the Pennsylvania Committee on 
Public Utility Information on “Public Information”; and R. E, Burger of the 
H. L. Doherty Company on “Public Service.” Music will be furnished by one 
of Reading’s leading orchestras during the dinner. 


New Jersey Gas Association 


The Mid-Year Meeting will be held in the hall of the Public Service Elec- 
tric and Gas Company Building in Jersey City, N. J., on Friday, January 23, 
1925. Secretary R. A. Koehler announces that a program of topics of live 
interest is being prepared and will include one or two prominent speakers out- 
side of the gas industry. 


Pacific Coast Gas Association 


The 3ist Convention held in Santa Barbara, California, September 15 to 
18, has been reported as being even more successful than the most optimistic 
expectations. The Committees made real contributions in their reports, the 
addresses were exceptionally interesting and instructive, and the entertainment 
features ample. There was a total registered attendance of 326 at the conven- 
tion. 


The following officers and directors were elected: 

President: E. L. Hall, Portland, Oregon. 

Vice-President: F. J. Schafer, Los Angeles, Calif. | 
Executive Secretary: Clifford Johnstone, San Francisco, Calif. 
Treasurer: D. G. Martin, San Francisco, Calif. 


Directors: H. R. Basford, A. B. Day, H. M. Crawford, S. R. Hutchin- 
son, J. E. Kelley, G. E. Whitwell, W. S. Yard. 


Meetings at Atlantic City 


The Convention of the American Gas Association yearly provides a most 
convenient opportunity for informal gatherings, luncheons, and dinners of the 
different affiliated associations. At the recent Convention in Atlantic City the 
members of the Southern Gas Association held a get-together dinner at noon 
on Wednesday, October 15. A goodly number of the members were on hand 
and the occasion provided a fine opportunity for the renewal of friendships. 
The officers and members of the executive committee of the Canadian Gas 
Association held a meeting on the evening of Thursday, October 16, at which 
plans for the 1925 meeting of that Association were discussed. At a luncheon 
of the officers, directors, and committee chairmen of the Eastern States Gas 
Conference held on Wednesday noon, October 15, tentative plans were laid out 
for the annual conference to be held next April in Newark, N. J. A meeting 
was also held at Atlantic City by the officers and directors of the Pennsylvania 
Gas Association. Other associations may have held meetings which did not 
come to the attention of the A. G. A. Headquarters. 























Associations Affiliated with A. G. A. 





Canadian Gas Association 
Date of affiliation—Mar. 25, 1919. 
Pres.—E. R. Hamilton, Nova Scotia Tramways & 
Power Co., Halifax, N. S. 
Sec.-Tr—G. W. Alien, 7 Astley Avenue, Toronto. 
Conv., 1925. 


Empire State Gas and Electric Association 


Date of Affiliation—Nov. 21, 1919. 
Pres.—M. S. a Brooklyn Edison Co., Brooklyn, 


Chairman Gas Section—F. F. 
: Works, Binghampton, N. 

Sec.—C. H. ar Grand Central Terminal, New 

Annual Meeting, 1925. 


Ingwall, Binghampton 


ork, 


Illinois Gas Association 


Date # Affiliation—Mar. 19, 1919. 
Pres.—J. G. Learned blic Service Co. of Northern 
Illinois, pchicago, Ill 
Sec.-Treas.—R. V. Prather, 305 Illinois Mine Workers 
Bldg., Springfield, Ill. 
Conv., 1925. 


Indiana Gas Association 


Date A Affiliation—April 24, 1919. 
Pres.—G. M. Pee, Northern Indiana Gas & Elec- 
c Co., South Bend Ind. 
Sec. Tr-E, es , Sarhe, Citizens Gas Co., Indianapolis, 


Conv., was" 


Iowa District Gas Association 


Date of Affiliation—May 21, 1919. 
Pres.—H. t gs > Cedar Rapids Gas Co., Cedar 


apids, Ia. 
Sec.-Tr. a. RS Sterrett, 551 Seventh St., Des Moines, 
Conv., 1925." 


Michigan Gas Association 
Date of Affiliation—Sept. 18, 1919. 


Pres.—Chester Grey cessing Fuel & Gas Co., 
nsing, Mich 
Sec.-Tr.—A., - Schroeder, Grand Rapids Gas Light 


» Grand Rapids, Mich. 
Conv., 1925. 


Missouri Association of Public Utilities 


Pres.—C. r Frocter: Empire District Electric Co., 
oplin 

Sec.-Tr.—F. D. . Beardslee, 315 N. 12th. St., St. Louis, 
o. 


Conv., 1925. 


New England Association of Gas Engineers 


Date of Affiliation—Feb. 19, 1919. 
Pres.—C. 5, Setehesd, Lowell Gas Light Co., Lowell, 


ass. 
Sec.-Tr.—J. L. Tudbury. 247 Essex St., Salem, Mass. 
Conv., Bi oe Hotel, Providence, R. I., Feb. 18, 19, 


Gas Sales Association of New pent 
Date of ian tiie 1, 
a i j; 2 uinn, Citizens te » Quincy, Mass. 
= Sumner, 719 Massachusetts Ave., Cam- 
bridge, Mass. 
Annual Meeting, 1925. 


New Jersey Gas Association 
Date of Affiliation—April 25, 1919. 
Pres.—Raymond W. e, Cumberland County Gas 
Co., Millville, N 
Sec.-Tr.—R. A. oehler, 
Newark, N. J. 
Conv., January, 


ee F 
Public Service Gas Co., 


Pacific Coast Gas Association 


Date of Affiliation—Sept. 18, - 


Pres.—E. L. Hall, Portland Gas & Coke Co., Port- 
land, Ore. 


Exec. Sec.—Clifford Johnstone, 619 Wells Fargo Bldg., 
San Francisco, Calif. 
Conv., Portland, Ore., 1925. 


Pennsylvania Gas Association 
Date of Seotion tori 10, 1919. 
Pres.—John A. Frick, Allentown- Bethlehem Gas Co., 
Allentown, Pa. 
Sec.-Tr.—Geo. L. Cullen, Harrisburg Gas "Co. » Harris- 
burg, Pa 
Conv., 1925. 


Southern Gas Association 
Date “. Affiliation—May 20, 1919. 


Pres.—W. H. Taylor, een Railway & Power Co., 
Atlanta, 
metatiiailad <,  Canneily, 141 Meeting St., Charleston, 


Conv., Wilmington, N. C. June 9-11, 1925. 


Southwestern Public Service Association 


Date of Affiliation—September 26, 1923. 
Pres.—G. W. Fry, West Texas Utilities Co., Abilene, 


exa 

Chairman Gas * Section—F. C. Armbruster, South- 
western Gas & Elec. Co., Shreveport, La. 

Sec.—E. N. Willis, 403 Slaughter Bldg., Dallas, 

Texas. 

Conv., 1925. 


Wisconsin Utilities Association 

Date of Affiliation—March 25, 1919. 

Pres.—G. C. Neff, Wisconsin Power & Light Co., 
Madison, is. 

Chairman Gas Section—J. G. Felton, Northern States 
ower Co., La Crosse, Wis 

Exec.-Sec.—J. N. Cadby, 445° Washington Bldg,, 

adison, Wis. 
Conv., 1925. 


Geographic Divisions 


Eastern States Gas a ar 


Date | Formation—April 1 
Pres.—P. 5 hes ae Public Service Gas Co., Newark, 


Sec.-Tr.—R. A. Kosnlers Public Service Gas Co., 


Newark, 


Conv., Newark, N. J., April, 1925. 
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Address of the Chairman — Manufacturers Section® 


G. W. PARKER 


N THE YEARS gone by, it has seemed 
| important to the retiring chairman to 
lay considerable emphasis on the status 
of the membership of this, the Manu- 
facturers Section. We should, I believe, 
continue to bear in mind the importance 
of having a membership that is truly 
representative of the manufacturers of 
all sorts of equipment used in connec- 
tion with the gas industry. You will 
all, I am sure, feel proud of the growth 
that has taken place in our section as 
expressed by the following figures: 


Year Members 
1919 75 
1920 211 
1921 227 
1922 236 
1923 265 
1924 293 


These figures speak for themselves in 
proving that we are really progressing 
and I wish here to express to Mr. Berg- 
horn, our Secretary, our appreciation of 
his highly successful work in continuing 
the arduous task of securing new mem- 
bers. We should all give him the support 
that he deserves in this work and it 
should be the duty of every member to 
assist in securing the applications of any 
companies, not now members, who 
should logically join our Association. 

We should all of us also co-operate 
with Headquarters in the furnishing of 
material for publication in the manu- 
facturers section of the A. G. A. 
Monthly. Material of this nature is 


scarce and contributions furnished by the 
manufacturers are always highly appre- 
ciated. We have here an opportunity to 
express some of our thoughts on the 
various phases of the industry which in 
the past we have sorely neglected. 

Each company represented here re- 
ceives every month one or more copies 
of the A.G. A. Monthly. I wonder how 
many of us ever make any real effort 
to send into Headquarters data and 
thoughts that would help in making this 
bulletin more interesting to our readers. 
It is our bulletin, published in the in- 
terest of our business. Why not take 
advantage more often of the opportunity 
offered by keeping the Headquarters staff 
advised as to our ideas in connection with 
the various phases of our industry? 

This year’s exhibition is the largest 
ever held in the industry, both by number 
of exhibitors and.by the total square feet 
of exhibition space occupied. Since 1920, 
when 112 exhibitors occupied 10,343 
square feet, we have become bigger each 
year as an exhibition, and today we have 
178 exhibitors occupying over 28,000 
square feet, and, at the same time our 
average cost per square foot to exhibi- 
tors has become less. 

The Atlantic City Gas Company is to 
be thanked for its cooperation in the lay- 
ing of the necessary pipe which we are 
using for our display. This pipe is so 
laid that the pier authorities can use this 
system for the permanent installation of 
gas-fired steam radiators. 
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In the natural development and utili- 
zation of gas appliances, it has become 
more and more apparent that some defi- 
nite steps must be taken toward estab- 
lishing means of testing and proving the 
appliances offered to the gas consuming 
public. When this question came up 
during the early part of. 1924, a central 
testing laboratory seemed to offer the 
best solution and an active committee, 
with Mr. H. C. Abell as Chairman, was 
appointed and will report separately their 
findings and recommendations. It is 
well worthy of note that the Manufac- 
turers Section was heartily in accord 
with the laboratory idea and even went 
so far as to offer to furnish free of cost 
to the Association the necessary labora- 
tory equipment. 

I have been asked to call attention to 
the “House-Heating Books,” 550 copies 
of which have been sold to date. Pro- 
vision is made in these industrial books 
for filing of our manufacturer company 
members’ loose leaf catalog sheets. 
Manufacturers are advised of the names 
of purchasers of the book from time to 
time to whom they can mail their catalog 
sheets. 

Throughout the middle west today, the 
manufacturers of oil-burning equipment 
for house heating are enjoying a remark- 
able demand for their products. To my 
mind, this should be encouraged in every 
way, as I believe that the oil-burner com- 
panies are laying the foundation and 
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paving the way for the gas companies to 
take on later a load which few of them 
would be able to handle at present and 
which should eventually develop into an 
enormous field. 


The matter of arranging for a program 
for this meeting was put into the hands 
of a special committee who decided that 
a strictly business program at which 
matters of interest to manufacturers 
would be discussed would be of the great- 
est value to those attending this meeting. 
I have requested our several division 
chairman to present a report on the ac- 
tivities of their respective divisions. In 
those cases where no question arose of 
sufficient importance to call a meeting 
of the division I have requested the 
chairman to submit recommendations 
and suggestions to be acted upon by those 
who will serve in the capacity of chair- 
man for the coming year. As chairman 
of the Exhibition Committee I strongly 
recommend that the incoming committee 
give a great deal of thought to the solu- 
tion of certain questions on policy and 
management which arise from time to 
time. 

I am pleased to announce that the con- 
tribution of this section to the general 
sessions of the convention will be an | 
address by Mr. E. D. Van Amburgh, 
editor of the “Silent Partner,” who will 
give an address at the general session 
Wednesday morning. 
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Installing Services Without Excavating 


A PROFITABLE and recently developed 
method of installing service pipes in 
apartment buildings, obviating breaking 
flags or excavating, by drilling holes from 
cellar to curb has recently been devised 
by one company. 

A chipping hammer penetrates the 
cellar wall. An air drill then drills to 
a depth of about ten feet, where greater 
depths being required an extension bar 
is used. 

Compressed air is supplied by a porta- 
ble gasoline-engine-driven compressor 
mounted on a rubber-tired trailer for at- 
taching to a motor truck, assuring an 
air supply WHEN and WHERE wanted. 
According to one user, this method saves 
in material and labor an average of $7.85 





The Air Drill. 
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per service. With a total of 800 serv- This modern method shows the practi- 
ices monthly, the company using this 
method can save approximately $6,280 
monthly, or $75,360 annually. air products. 


cally limitless adaptability of compressed 


+ + + 








Resolution Adopted at 
Sixth Annual Convention 


Believing that the stability of our Government depends upon the 
intelligent and universal exercise of the franchise of every voter, the 
American Gas Association, assembled in Convention October 14, 1924, 
hereby resolves: That in a strictly non-partisan spirit this organization 
urges its members and all citizens to exercise their right of franchise, 
and that through such means as they deem proper they utilize some one 
of the many available channels for arousing the public to give impetus 
to the movement designed to impress the voters with the importance of 





registering and voting at the forthcoming election in order that the 
result thereof may be truly representative of the will of the people. 























The Executive Board as it met in September. 
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Address of the Chairman—Industrial Gas 
Section*® 


H. H. CLARK 


I* LOOKING FOR WORDS to properly pre- 
sent the work of the Industrial Gas 
Section, I made a comprehensive survey 
of everything I could read about indus- 
trial gas and found that the subject is 
more than 25 years old. 

While the subject of industrial gas is 
an old one, our viewpoint has changed 
considerably, so that what we called in- 
dustrial gas business 25 or 15, or even 5 
years ago, is not the same as the indus- 
trial gas business of today. 

Neither has the gas industry, as a 
whole, the same viewpoint that it had 25 
or 15, or even 5 years ago. Today, we 
see a vast market for our product wher- 
ever heat is used. And in supplying this 
market with heat in the form of gas, we 
are performing a service to mankind by 
the conservation of one of our most 
valuable natural resources, i.e., coal. 

The raw material we use in the form 
of coal yields valuable by-products, such 
as gas, coke, benzol, tar and ammonia, 
which would be lost if the coal was 
burned directly to produce heat. By first 
converting the coal into gas and by- 
products, we not only save these valuable 
materials, but the gas which is made in 
the process will deliver more useful heat, 
when burned, than the original coal 
would have delivered if burned as coal. 
This is because gas has more than twice 
the efficiency of coal in the average heat- 
ing operation. 

Heating business is most desirable 
from the gas company’s viewpoint. In- 


dustrial gas users of the larger class, such 
as the steel industry, ceramic industry, 
automobile industry, packing industry, 
etc., use our product—gas—on an aver- 
age of 60% of the time throughout the 
year, subject to a variation of about 
20% above or below this, depending on 
business conditions. 

Compare this 60% with our domestic 
customers, who use gas for cooking, 
water heating and laundry purposes. This 
type of customer uses our product only 
16% of the time during the year. Com- 
mercial users, such as hotels, restaurants, 
bakeries and newspapers, use our prod- 
uct 28% of the time during the year. 
House heating by gas, which is becoming 
more popular every year, as its great 
comfort, convenience and cleanliness is 
realized, uses our product about 20% of 
the time. 

A broad estimate of the business now 
being done by the gas companies in the 
United States in the communities in 
which they are now serving would look 
like this: They are doing about 50% of 
the possible domestic business, such as 
cooking, water heating and laundry 
(80% of the cooking, 20% of the water 
heating). They are doing about one-tenth 
of 1% of the house heating business, 
where gas is the only means of heating. 
They are doing about 70% of the com- 
mercial ‘business, such as hotels, restau- 
rants, newspapers and bakeries. They 
are doing 10% of the large industrial 
business. This figure varies greatly. In 


* ee 
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some communities, they do no industrial 
business, while in other communities, gas 
companies are pushing this branch of the 
business and have as much as 30% of 
the available business on their lines. 

A study of these figures will convince 
the most skeptical that the future growth 
of the gas industry is unlimited. Or, to 
put it another way, its growth will be 
limited only by the amount of new capi- 
tal we can get to enlarge our facilities to 
serve the needs of our customers. 

And strange as it may seem, these new 
and larger fields for gas heating are more 
profitable than the present field of do- 
mestic service, which represents from 75 
to 85% of the load of the average gas 
company today. While the profits are 
not in proportion as 60, 28, or 20 is to 
16, still the turnover is there, and a large 
volume for a small profit is better busi- 
ness than a small volume for a large 
profit. 

To illustrate in another way. Suppose 
a gas company desires to increase its 
gross income from the sale of gas by 
$500,000 a year. To get this income from 
new domestic customers would require 
the addition of 20,000 customers to 
the lines with an investment of about 
$2,500,000 for plant, mains, service and 
meters. 

To get this additional income from 
new industrial customers would require 
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the addition of only 140 industrial cus- 
tomers of average size, with an invest- 
ment of less than $1,000,000 for plant, 
mains, service and meters. I have known 
instances where one industrial customer 
has bought $250,000 worth of gas a year, 
and I expect to hear of larger ones in the 
near future. Obviously, the overhead 
on 140 industrial customers is consider- 
ably less than that on 20,000 domestic 
customers. 


It is the desire of the Industrial Gas 
Section to point out to the gas industry: 


1st—The desirability of the industrial 
gas business. 

2nd—What it is. 

3rd—Where it is. 

4th—How much there is. 

5th—What it costs to get it. 

6th—How to get it. 

?th—How to hold it after you get it. 


And our program and publications are 
presented with these objects in view. 

As the youngest Section of the Ameri- 
can Gas Association, we feel proud of 
our progress to date and look forward 
with much interest to the wonderful fu- 
ture of the new gas industry, and to the 
part we will play in its tremendous 
growth; which growth will be greater in 
the next ten years than in the past hun- 
dred. 














The gas man has a responsibility and must have an interest covering 


the entire twenty-four hours in every day, and gas company employees 


have it from the laborer up. The exactions of this severe service should 


be recognized and adequately rewarded.—M. E. DrLton. 

















Gas and Modern Methods in Newspaper Work 


FRANK CAMPBELL, Commercial Manager, Manchester Traction, Light & Power Co., 
Nashua, N. H. 


HE NASHUA TELEGRAPH is one of 

the leading evening newspapers of 
New Hampshire. It is one hundred per 
cent gas-equipped in its linotype, Lud- 
low, slug casting and stereotype depart- 
ments. Wherever heat is concerned in 
the production of its newspaper, the 
Telegraph has always been one hundred 
per cent for gas; hence its recent instal- 
lation of an automatic gas-lighting device 
for use in the linotype department fur- 
nishes an example of modern methods in 
newspaper work that is interesting. 

The Telegraph faced the problem 
of starting the heat under the melting 
pots of its linotypes at 5 o’clock in the 
morning. Hitherto the gas had been 


lighted by an outside man employed for 
that purpose. Illness, changes in work, 
and other causes made the human ele- 
ment in lighting the machines unsatis- 
factory. At times the management was 
driven almost to distraction because the 
crew would report for duty with one or 
more “cold” machines, and delays of this 
kind are most serious in the publication 
of a daily newspaper. 

It was at first proposed to electrify the 
linotypes for melting purposes. The man- 
agement, however, was averse to taking 
this step, for the reason that gas heating 
had been entirely satisfactory, and they 
were not so sure of the other method; 
finally the general manager had a bright 
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idea. He called in the manager of the 
gas company, and told him his troubles. 
He wanted those machines lighted at 5 
o'clock in the morning every day in the 
week, and no fooling about it. He wanted 
a machine that would not drink “hootch,” 
that did not fall asleep at the switch, and 
was ready to deliver one hundred per 
cent efficiency at 5 o’clock in the morning. 

The problem presented would have 
been extremely easy to the gas man if it 
were merely a case of starting one burn- 
er under the metal pot of each machine. 
But there were three points to reach on 
each machine. 

The problem was solved by three-way 
pilots, and by using bunsen burners. 

The three-way pilot is made up of 
three Welsbach Junior bases, with three 
copper tubes connected to same, making 
a bunsen burner. This burner prevents 
carbon forming on the bottom of the ma- 








One of the meetings of the Distribution Committee of the Technical Section. 
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chines. The pilots burn with a quarter- 
inch flame without receiving any com- 
plaint of going out. The pilots burn from 
five o'clock in the afternoon until seven 
o’clock in the morning, when they are 
turned out. The large burners burn from 
five o’clock in the morning until five 
o'clock at night. The foreman at five 
o'clock in the afternoon lights pilots, at 
five o’clock in the morning the clock 
turns on the gas, and shuts off the gas 
twelve hours later. 

The appliance we use to turn the gas 
on in the morning is a spring motor, a 
standard eight-day clock electrically 
wired and a 34” balance valve. 

The Telegraph has been working 
under this plan for nearly six months, 
and the general manager is so well 
pleased with the result, that he tells 
every publisher he meets about the Tele- 
graph’s linotype lighting scheme. 
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gas | T HAS BEEN a wonderful year for the ing fields. Further, I wish especially to 

Commercial Section. During the prep- compliment the members of our Associ- 

gas — aration of this address, while reviewing ation who were responsible for the ad- 

r, a in more or less detail the activities of our ministration of this conference, and I 

cally various committees, there was reflected feel certain that were it the custom in 
: to my mind, a picture in the aggregate, this country to decorate heroes with 

king of work well done. To me it presents a medals, I would feel very happy to be- 

nths, very ambitious present, and a vision of stow such an honor on these gentlemen. 
well an extraordinary future. But, gentle- I can only say that it is my hope that we 

bee 1 men, as these fill me with such optimism, shall have more of these conferences, 
ele- 


it is a very simple matter to review the 
year’s work in absolute sincerity, and 
with the conviction that our Section, now 
having begun to recognize our major 
problem, that of selling good will at a 
profit, will not hesitate in the years to 
come to carry on to a complete and grati- 
fying victory. 

New projects, especially if they are 
successful, naturally intrigue our inter- 
est, and, therefore, I cannot pass to the 
rest of my address without first dwelling 
on the Summer Conference of managers 
and sales executives which was held at 
Millbrook Inn, Millbrook, New York, 
during the first two weeks in August. 
Although I was unable to be present at 
the conference, the reports which I re- 
ceived from. many who had attended 
were of such a nature that I wish to con- 
gratulate every person who took part in 
this conference for having had the privi- 
lege to attend its various meetings, and 
listen to the scholarly addresses given by 
nationally prominent men in merchandis- 
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and that I may have the honor to attend 
the next one. 

Another activity of our Section which 
promises a growth far beyond our ex- 
pectation is the monthly service detail 
leaflets and the special reports which 
have been gotten out by the Sales Stimu- 
lation Committee. 

Well written, and carefully edited re- 
ports, with an efficient method of filing 
in a very beautiful cover, gives us a serv- 
ice, gentlemen, which, as far as I can 
see, should be invaluable to our member- 
ship engaged in the sale of gas. As a 
veritable gold mine, this service, which 
effectively discusses every phase of our 
intricate merchandising function, cannot 
be over estimated, as a most valuable ally 
in overcoming present sales barriers. Al- 
though I have had many favorable com- 
ments on this service, I cannot help but 
feel that ‘it is not appreciated to the ex- 
tent that it deserves. This service, gentle- 
men, represents a vast amount of re- 
search, and the consummation of a tire- 
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less amount of energy on the part of the 
Sales Stimulation Committee. And, al- 
though the circulation of the service is 
gratifying, the number of gas companies 
and affiliated organizations who should 
be interested in this service, and who are 
not receiving it, is exceedingly disap- 
pointing to me. I wish to plead with 
you, gentlemen, to extol its virtues 
among your acquaintances, who may not 
as yet be interested. Remember, that un- 
less the gas industry in this country has a 
unity of thought regarding procedures to 
be used throughout our entire activities, 
it is impossible for us, as an Association, 
to grow at the same amazing speed that 
some of our competitors are showing. 
While speaking of the Sales Stimula- 
tion Publication, an activity comes to my 
mind, which I believe will produce more 
good will between the ultimate consumer 
and the gas company than any other in- 
dividual effort expended in recent years. 
I refer now to the Architect & Builders’ 
Service Bulletin, which will shortly come 
from the press, and which, if hearsay 
can be depended upon, will be met with, 
not only approval, but with enthusiasm. 
The architect, the builder, the contractor, 
the steam fitter, and the plumber, are our 
salesmen just as much as those who are 
on our own payroll. If they are thor- 
oughly sold with our service to the com- 
munity, and if in so selling them we can 
show them profit to themselves in one 
form or another, then it is inconceivable 
to me how they could act otherwise than 
as boosters for the various gas com- 
panies. In the past, these trades and 
professions have been hesitant about 
recommending our service, primarily 
because they were not themselves in- 
formed as to its merits and its possibili- 
ties. Therefore, the Architect & Build- 
ers’ Service Committee have adopted a 
plan of education, which will be gradual 


enough so as not to overwhelm the read- 
er, but on the other hand, inclusive 
enough to thoroughly acquaint him in all 
the branches of the gas business as ap- 
plied to merchandising. It has been my 
privilege to review the folder which is to 
be used for housing these bulletins. The 
general folder captioned by the little 
sentence, “Gas Service and Equipment,” 
has index tabs indicating spaces for 
house heating, water heating, kitchen 
equipment, laundry equipment, lighting, 
meters and piping, and miscellaneous. 
These folders will be ordered by individ- 
ual gas companies, and distributed to 
architects and builders in their respective 
territories. A splendid opportunity, as I 
see it, to increase our sales force, and 
with the expenditure of a relatively 
small amount of capital. The efficacy 
of this innovation, gentlemen, will rest 
entirely on your contribution and your 
interest taken in this service. Here, 
again, may I ask your help to “put the 
thing over big.” 

While still on the subject of the Archi- 
tect & Builder’s Service Committee, I 
feel highly gratified at the progress made 
in installing Architect & Builder’s Serv- 
ice Sections in various companies 
throughout the country. This section, 
in my own company, has been invaluable 
in the production of new business, and I 
can see no reason why it will not prove 
equally effective as a business getter in 
other companies. Had I the time, I 
would like to go into detail regarding the 
Architect & Builder’s Service Section, as 
it has worked out for me. It is sufficient 
to say, however, that had it not been for 
our Architect & Builder’s Service Sec- 
tion, Chicago would be far more electri- 
cal at the present time than it is. Here- 
in, gentlemen, lies a warning note which 
cannot be overlooked. The electrical 
man, through his various national associ- 
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ations, coupled with extensive education- 
al propaganda sent out by large electrical 
manufacturing interests, has flooded the 
architects’ and builders’ files with their 
material. This is bound to have its effect. 
The service which the Architects’ and 
Builders’ Service Section is offering to 
you is now about ten years over due. 
Consequently, it behooves us to put 
ten times as much effort behind it to in- 
stitute its use in the least possible time. 
The reference to the electrical industry 
reminds me of a serious situation which 
directly concerns the activities of the 
Architects’ and Builders’ Service Sec- 
tion. In an effort to alleviate the stand- 
ard of living, the steam heated, one and 
two-room apartment with its built-in 
furniture and other ultramodern appurt- 
enances, has enjoyed a very popular de- 
mand. This has resulted in extravagant 
building speculation, embodying cheap 
construction, and the elimination of all 


expense that does not contribute to the 


visual appeal of the building. In other 
words, these buildings are erected for a 
rapid turnover. The elimination of gas 
openings and proper flue outlets is es- 
pecially noteworthy. Fireplaces without 
flues are valueless for radiant type gas 
heater installations, and as a result, elec- 
trical fireplace equipment finds a ready 
market. Unless we collectively and indi- 
vidually combat this condition, we shall 
in a very short time completely lose this 
very desirable business. It seems to me 
that the only way to successfully fight 
this condition is through more active co- 
operation with the architect, builder and 
owner. 

The committee on Home Service ac- 
tivity is to be congratulated for the effec- 
tive manner in which they have ex- 
pedited the routine connected with this 
activity, and for new innovations de- 
vised, each of which marks an important 
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advance to the ultimate goal, that of 
making the housewife a bigger and better 
customer. I feel certain that all of you 
who are acquainted with the Home Serv- 
ice activities of your organization cannot 
fail to see their importance. The Home 
Service Department in many organiza- 
tions has become the Mecca for brides- 
to-be, brides-who-have-been, and even 
brides-who-may-never-be in an effort to 
improve their general domesticity 
through the application of that most 
marvelous fuel, manufactured gas. It is 
my earnest wish that the Home Service 
Department in your organization, as well 
as the Association committee, be given 
every opportunity to increase its useful- 
ness, 

Let us turn now to another phase of 
our merchandising plan. Is your store 
and office on Main street, or is it just a 
storehouse, “back of the works?” You 
will probably indignantly answer, “Why, 
it’s a store on Main street.” Then, gen- 
tlemen, I ask you, “Do the windows in 
your store reflect the spirit of an ener- 
getic and enterprising Main street, or 
after your customers enter, do they think 
of nothing else except high bills, leaking 
gas cocks, or a tin meter?” Individual 
organizations have proved to their own 
satisfaction that an attractive store front, 
with windows decorated to suit seasonal 
caprices and with light and color for 
particular effects, have a decided influ- 
ence on the customer’s state of mind. Ef- 
fectiveness of such displays was so ap- 
parent to certain organizations that the 
Committee on Window Display was or- 
ganized for the express purpose of help- 
ing all gas companies and allied organiza- 
tions to increase their sales through har- 
monious decorative window and _ store 
effects. This committee has been exceed- 
ingly active. During the early part of 
this year, gas companies were asked to 
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send photographs or sketches of their 
window displays to the committee for 
criticism. The chairman reports that 
every month has shown an increasing 
number of such photographs offered for 
criticism, and that increasing improve- 
ment is shown in window display as re- 
gards arrangement, and originality of 
schemes. Hand in hand, with proper 
decorative ideas is, of course, effective 
and efficient store arrangement, with re- 
spect to counters, display shelves, offices, 
and floor equipment. The Display Com- 
mittee is giving invaluable assistance to 
gas companies in laying out floor plans, 
and in the design of display for such 
stores. Such an activity cannot help but 
increase the general merchandising effi- 
ciency of the industry, as a whole. The 
men in this committee are to be com- 
mended for a faithful administration to 
the needs of their fellow members who 
have not had the opportunity at display 
study in the past. 

I am rather disappointed at the slow 
progress of the Salesman’s Manual. I 
am informed by the chairman, however, 
that no progress has been made because 


of lack of interest in the proposition. 


Preparation of such a manual, as I un- 
derstand it, is not by any means a one 
man job and, unless the personnel of the 
committee is such that every member is 
willing to do his share of the work re- 
quired for this rather gigantic effort, it 
is worse than useless to make a begin- 
ning. I am hoping that by the time this 
convention closes that the chairman will 
have his committee chosen so that the 
work can be expedited on this manual at 
once. 

The above paragraphs cover in a 
rather cursory fashion the accumulated 
activities of our various committees of 
the Commercial Section. The commit- 
tees are working, gentlemen, and they 


are not working for their own individual 
glory. They are working for you, that you 
may increase your gas sales, that you may 
enjoy greater prosperity and that you 
may lift your gas and appliance merchan- 
dising, especially gas, to a much higher 
plane, not only speaking financially, but 
also with reference to your relations with 
the public. Remember, however, that 
you can receive no more from any ac- 
tivity than you are willing to put into it, 


Just because a certain activity was placed 9 


in the hands of a few, called commonly a 
committee, it is not for the rest of us to 
sit back and calmly await developments 
of the fruits of the labor of those few. 
Every Association member is morally 
obligated to lighten the burden of the 
committee by suggestions, constructive 
criticisms, and offers of personal assist- 
ance. It has been my personal experience 
that the phrase so often used, “out of 
sight, out of mind,” is a very common 
fault with our membership. I have been 
in small gatherings, where projects were 
brought up and discussed, and solemn 
promises were made, and then loud 
cheering and waving of verbal flags, only 
to be forgotten as soon as the meeting 
was adjourned. If unity of thought is 
to be our goal, then unity in action must 
be our slogan. It is my sincere and 
earnest hope that during the coming 
year, each of the committees organ- 
ized under the Commercial Section will 
be virtually besieged by offers of assist 
ance, by suggestions, and by construc 
tive criticism. 

I wish now to bring to your attention a 
few matters which require your very 
earnest consideration. 

Some companies do a large volume of 
merchandising in the form of appli 
ances; others do only a little, and some 
do none at all. We must always remem 
ber that we, as gas companies, are esséi- 
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tially interested in selling a service in the 
form of a fuel, and that it is our main 
purpose in expansion to find new uses 
for this commodity which we are so 
anxious to sell. The question of appli- 
ance merchandising is a rather delicate 
one. Every manufacturer of a gas burn- 
ing appliance is a salesman for our fuel. 
Consequently, if we are going to mer- 
chandise appliances, the fairest way off 
hand would be to handle all of the appli- 
ances manufactured. This is not prac- 
ticable, however, and therefore, most gas 
companies attempt to merchandise the 
best. We, as an industry, are sold, of 
course, on the idea that the better the 
service to the customer, the better we 
can build our good will for a profit. 
Now, it stands to reason, that as a cus- 
tomer must use some appliance to use 
our product, that customer should be 
supplied with, or at least advised, of the 
best appliance of that type to use for his 
particular purpose. That, I believe 
should be the principal object for any 
gas company to handle gas burning ap- 
pliances. Very naturally, some manufac- 
turers will be disappointed, because it is 
a well known fact that there are some 
gas burning appliances on the market 
that are inferior from a point of design, 
or economy, or performance, and these 
appliances we are hesitant to conscien- 
tiously recommend to our customers. 
Very naturally, then, these appliances 
will be found on other sales floors in 
your and my town. These merchants 
will also carry a line of first class gas 
burning appliances, and by first class I 
mean gas appliances that have been man- 
ufactured under American Gas Associa- 
tion standards. Such a situation involves 
competition with our own appliance mer- 
chandising organizations, and must be 
handled with extreme delicacy. The 


A. G. A. MONTHLY 697 


merchants on the street must be pro- 
tected if we expect them to act as our 
salesmen. And we must help this mer- 
chant to make money on his appliances, 
or in other words, if there are certain 
sales policies involved, we must see that 
they are properly maintained. 

It is just a step from the merchant 
who sells gas appliances to the steam 
fitter, and the plumber, who is helping 
to sell our product to the community. It 
is imperative that the steam fitting and 
plumbing profession receive the same in- 
ducements and assistance given the mer- 
chants. Very naturally, they are in busi- 
ness for profit and they will deal with 
that organization who will make it pos- 
sible for them to make the greatest profit. 
If we, as merchandisers of gas as a fuel, 
can satisfy these people in their dealings 
with us, it will be just as profitable from 
a monetary standpoint for them, and 
more profitable from a service stand- 
point, and so we will have paved the way 
for a better understanding between the 
heating, ventilating and plumbing pro- 
fessions and ourselves, and finally, build 
greater good will between ourselves and 
the ultimate consumer. Profitable co- 
operation with the merchant and with 
the building trades is to me so important 
that I have found it necessary in writing 
this address to dwell upon it in a rather 
lengthy fashion. The necessity for such 
co-operation, I am sure, is evident to all 
of you. The method of securing such 
co-operation, however, is not only a very 
delicate topic for speculation, but is quite 
variable, depending upon the section of 
the country in which you operate, inas- 
much as customs vary from place to 
place. With the main idea in mind, how- 
ever, I feel certain that if serious thought 
would be given to the matter, plans could 
be worked out which would, in any case, 
span the gulf which now seems to sep- 
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arate the utility company and the mer- 
chant and building profession. 

As I said before, our main object was 
the sale of gas, and giving with that sale 
a certain service. If the community then 
becomes saturated with the known uses 
for gas, it is up to the gas industry to 
devise new ways of using this fuel. In 
this connection, what are you doing 
about refrigeration with gas, that very 
effective means of smoothing out the peak 
caused by the increased use of gas for 
house heating? Secondly, what are you 
doing about the incineration of garbage, 
using gas as a fuel? Garbage incinera- 
tion in a separate appliance is becoming 
daily more necessary due to the installa- 
tion of oil burners and gas boilers for 
space heating. With such equipment, it 
is impracticable to consume the garbage 
as before. Certainly, garbage incinera- 
tion presents a very desirable load factor. 
The above two ideas are concrete ex- 
amples of undeveloped uses for our fuel, 
and fields which are very, very impor- 
tant. No doubt, there are other uses for 
gas, which you can call to mind, and 
without question, there are still others 
which have not even been thought of. 
“Where can I increase the use of my 
product,” should be in the back of every 
gas man’s mind. Water heating by gas 
has, of course, been almost universally 
accepted by the public as the one and 
only method of heating water. Generat- 
ing steam and heating water for hotel 
and restaurant uses is comparatively 
recent and presents an enormous field 
for expansion. The use of gas for space 
heating is established, and, gentlemen, it 
does not matter how much you argue 
against load factor, distribution diffi- 
culties, etc., etc., the public is going to 
demand this service, as it is being edu- 
cated to use an automatic fuel supply for 
heating their homes, and when they 


demand it, it will be up to us to give it 
to them. Let us anticipate their demands, 
by soliciting their business now. 

Hand in hand with the discovery of 
new uses for gas comes the redesign of 
gas burning appliances. A gas range 
will probably last from 15 to 25 years; a 
water heater for ten years, a radiant type 
heater for ten years, and a gas boiler in- 
definitely. Obviously, resale on appli- 
ances is very slow. In order to effect 


rapidity in resale of appliances, the ap-* 


pliances must be redesigned in some very 
spectacular fashion in either effective- 
ness of heat insulation or increasing the 
visual appeal of the appliance to a point 
where a customer will be dissatisfied 
with his old one. I regret to state that 
the electric appliance manufacturers are 
leagues ahead of us in this respect. Our 
gas range is no different now than it was 
many years ago. The electric range has 
a new design every year at least, and im- 
provements are continually being made, 
so that at the present time, it presents 
itself as a formidable foe against the 
integrity of our business. This phase, 
of course, must be primarily directed to 
the manufacturers of gas burning appli- 
ances, but where are they going to re- 
ceive the suggestions for changes if not 
from you people who are in the field all 
of the time? I have, for a very long 
time, advocated the complete insulation 
of gas ranges. Certainly this is not im 
possible. 
is another factor which deserves more 
detailed study. Combination cooking 
top, oven and space heater, is another 
idea that I have had for some time, 
which, I believe, could be worked out 
Strangely enough, in the newest appli- 
cations of manufactured gas, namely, 
that of refrigeration and house heating, 
we have the highest type of appliances, 
both from the standpoints of heat com 
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servation and effective performance. 
Possibly, we feel that in our other appli- 
ances we have reached the zenith of our 
power in our past performances, and our 
past immense business has given us a 
superiority complex which will preserve 
us for all time from the inroad of com- 
petitive fuel. Please, gentlemen, do not 
be misled. There is no question but that, 
even at this time, we can already feel the 
pressure of competitive fuel in our vari- 
ous territories, and unless we supply the 
public with appliances that are new and 
unique in design and very economical, 
and thoroughly satisfactory in perform- 
ance, and if we do not establish the bonds 
between the merchant and the building 
professions which we should, and if we 
do not, through our Home Service Sec- 
tion and our window display, and our 
service section, build up profitable good 
will with the public, then we cannot 
hope to remain in our present enviable 
position with reference to the distribu- 
tion of a high class fuel. 

The phrase “building good-will at a 
profit” leads me to discuss a phase of our 
‘business which vitally insures our ulti- 
mate success or failure. 

“Does he practice as he preaches,” and 
“Does he take his own medicine” are fa- 
miliar phrases to all of use when we are 
discussing the efficacy of methods used 
by certain individuals in attaining vari- 
ous degrees of success. It is obvious 

that if a man does practice as he preaches, 
or if he does take his own medicine, we 
are more or less confident that his meth- 
ods, which seem to be successful with 
him, will prove equally beneficial to our 
own enterprises. This more or less ab- 
stract theorizing, can be directly applied 
to our own business—that of selling 
good will at a profit. If the official family 
of any gas company heat their homes 
with gas, use gas for water heating and 
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cooking, and if the minor officials do 
likewise, it requires no strain on the 
imagination to believe that the employes 
of that company, no matter how medi- 
ocre their position, will naturally and 
quite unconsciously, be penetrated with 
the thought that beyond question, gas is 
the only fuel for those purposes. They 
reason that if the officials of their com- 
pany, whom they so highly revere and 
respect, and who are comparatively so 
much better supplied with the world’s 
goods than they, have seen fit to employ 
their own product, gas, in the prosecu- 
tion of their daily life, then unquestion- 
ably, that fuel must be the best for the 
purposes for which. it is being used. 

On the other hand, if section man- 
agers’ assistants know that their superi- 
ors are not sold on the use of gas in their 
own homes, they in turn can only muster 
to their aid a very weak enthusiasm, 


when attempting to sell their sales engi- 
neers and salesmen with the all impor- 
tant thought, that for every purpose in 
the home, office or factory, where pos- 
sible, gas is the only fuel to use. 


As a resume of the above, gas mer- 
chandise sales can only be a successful 
enterprise when every member of the or- 
ganization is a booster. No employe 
can be a booster for the product of his 
company, if he has not previously been 
inspired by faith in his commodity pro- 
duced through confidence in his superi- 
ors. I am urging you, executive and 
underling, that unless you “take your 
own medicine,” or “practice as you 
preach” you cannot hope to enter any 
merchandising plan with security of the 
composite enthusiasm of your entire per- 
sonnel. Remember that the slogan “In 
union there is strength” can be applied 
equally as well to a union of thought and 
faith and confidences in your business, 
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as a union of the states for which the 
slogan was originally formulated. 

In the beginning, I told you it was 
simple for me to write this address, 
simple because of the extraordinary co- 
operation I received from the various 
committees and the untiring assistance 
of my associates. Personally, my labors 
for the Association and especially the 
Commercial Section, have been an in- 
spiration and a pleasure, and I feel grati- 
fied and extremely complimented that I 
have had the honor to contribute my 
mite to the progress of the industry. 

As I leave the chairmanship of this 
Section, I am happy in the thought that 
there will be one more worthy than I to 
assume the guiding responsibility of the 
Section. Years before I became con- 
nected in matters pertaining to the Amer- 
ican Gas Association, Mr. J. P. Hanlan 
had already’ distinguished _ himself 
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through years of service with this organ- 
ization and its predecessor, the National 
Commercial Gas Association. 

After hearing the report of the Nom- 
inating Committee this morning and the 
result of the election, I feel that the Com- 
mercial Section, in electing Mr. J. P. 
Hanlan as Chairman could have made no 
wiser choice in the entire membership. 
My personal association during this last 
year with Mr. Hanlan has convinced me 
that besides being an untiring worker, 
absolutely faithful to any trust, he is a 
man of extremely broad vision, extraor- 
dinary initiative and excellent executive 
ability. Gentlemen, the only way we can 
show our appreciation of the choice of 
Mr. J. P. Hanlan for Chairman of the 
Commercial Section of the American Gas 
Association is by individual and col- 
lectively giving him every possible assist- 
ance. 
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JULY PRIZE SHOW WINDOW DISPLAY. 
Scheme submitted by J. P. Conklin, Brooklyn Union Gas Co. 
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Address of the Chairman—Technical Section’ 


L. J. WILLIEN 


O: ANNUAL CONVENTION is the one 
time in the year when gas men 
gather from all over the country to dis- 
cuss and solve the various problems con- 
fronting the gas industry. As the name 
of this Section implies, the problems 
which we discuss are the technical ones. 

Before the close of the 1923 Associa- 
tion year, our efficient secretary wrote 
the committee chairmen asking them for 
recommendations regarding the continua- 
tion of the committee work, and also sug- 
gestions of names for committee person- 
nels for the coming year. These letters 
were a great help, and made it possible 
to organize the committees and have 
them begin their work at the earliest pos- 
sible moment. 

The work of the Technical Section 
this year has been along practically the 
same lines as last year. Two new activi- 
ties were undertaken: (1) Committee on 
Water Gas, and (2) Revision of the 
Catechism of Central Station Practice. 

The Committee on Water Gas was or- 
ganized to function in connection with 
water gas in a manner similar to the Car- 
bonization Committee in regard to coal 
gas. This new committee did excellent 
work, and I am sure that you will all 
agree with me that it should be continued. 

The Catechism of Central Station 
Practice has been out of print for several 
years, and in view of the fact that there 
has been quite a demand for either a re- 
print of the old edition or a revision and 


printing of a new edition, the work was 
undertaken to get out a new edition, re- 
vising it and bringing it up to date. The 
principal change in the revision will be 
from the question and answer form to 
the narrative. This work is well under 
way, and while it may require more than 
one volume, it is expected that the first 
volume, which will deal with the manu- 
facture of gas, will be completed about 
the first of the year. An appropriation 
of $5,000 was obtained from the Direc- 
tors for this work. 

The work of the Committee on Depos- 
its in Gas Pipes and Meters which was 
undertaken three years ago under Dr. 
Brown of the U. S. Bureau of Mines has 
been completed, and the results are pre- 
sented to you this year in the form of a 
paper prepared by him. The work of 
this committee has been a very fine piece 
of research which, at the start, had to 
get down to the very fundamental princi- 
ples of the chemistry of the problem. It 
is an excellent example of the value of 
scientific research, and the Association 
is greatly indebted to the Bureau of 
Mines and Dr. Brown. 

The work which was not completed 
and should be carried over is that of the 
Committee on the Measurement of Large 
Volumes of Gas and the Condensing and 
Scrubbing Committee. The Committee 
on the Measurement of Large Volumes 
of Gas is doing some valuable and im- 
portant work, part of which has been the 
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development of a method of using a large 
gas holder for a standard of volume. 
This work is being carried on in cooper- 
ation with the U. S. Bureau of Stand- 
ards. 


In order to afford ample time for the 
presentation and discussion of the vari- 
ous papers and reports, it was decided 
to have parallel sessions at least during 
one day this year. These parallel sessions 
will be held on Thursday afternoon. This 
plan is more or less of an experiment 
this year, and the success of it will be 
very valuable in deciding whether it 
should be adopted in the future. 


In looking over the list of the person- 
nel of the different committees of the 
Technical Section for this year, it will be 
noticed that quite a number of new 
mames appear. While we succeeded in 
getting more younger blood to actively 
participate in committee work this year 
than before, there is still room for more 
younger blood. The greatest difficulty 
in getting new men to take up committee 
work is to get them to serve on their 
first committee. After once serving on a 
committee, as a rule, they are eager to 
continue committee work, as they realize 
that there are many opportunities and ad- 
vantages resulting from it. In many cases 
the managers or men in charge of gas 
companies’ affairs have an idea that com- 
mittee work is a waste of both time and 
money, or at least they cannot see any 
direct financial returns from this work. 
It is true that it would be difficult to 
show any gains in actual dollars and 
cents, but the contact which one has in 
serving on committees with gas men from 
other sections of the country is invalu- 
able. In attending committee meetings, 
one becomes personally acquainted with 
competent gas men from all over the 
country, and aside from the discussions 
which take place at the committee meet- 
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ings, an excellent opportunity is afforded 
to discuss various problems during 
luncheon. As a rule, committee meetings 
are all day affairs, and at noon an ad- 
journment is made for luncheon. All 
the men attending the meeting usually 
have luncheon together, which is practi- 
cally a round table discussion of many 
subjects that are not directly related to 
the committee work. At these discus- 
sions, one frequently has an opportunity 
to pick up valuable information as to how 
certain problems in which he is vitally 
interested are being solved or have been 
solved in other places. 


I therefore make an appeal to the 
younger men to take advantage of any 
opportunity presented for serving on a 
committee; and also appeal to managers 
and men in charge of gas companies to 
permit the younger men in their employ 
to serve on committees. 

I wish to make an appeal also for full 
discussions of the papers and reports. 
More than half the value of any paper 
or report is in the discussion following 
its presentation. Do not think that sim- 
ply because these reports are presented 
by a group of men who are looked upon, 
you might say, as experts on the subject 
treated, that they are infallible. If you 
differ from the conclusions or opinions 
expressed in any of these reports, do not 
hesitate to mention it. If there is any 
phase of the subject which the reports 
or papers do not touch upon which you 
think is important, we would be only too 
glad to have you mention it. To do so 
will not create any hard feeling whatever. 
In fact, it is only by such discussion 
which brings out a difference of opinions 
that real progress is made. 

The interest which was shown by all 
the men on the various committees 
during the past year was very gratifying. 
I think it was as great, if not greater, 
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than the interest shown during the pre- 
vious years. To all these men who have 
served on the various committees, I wish 





to extend my heartiest thanks and appre- 
ciation. The Association itself is indebted 
to these men for the most excellent work 
which they have done. 

In closing, I wish to extend my appre- 
ciation to the Secretary of our section, 


Of American Gas Association Monthly published 
monthly at Brattleboro, Vermont, for Oct. 1, 1924. 
State of New York, County of New York, ss. 

ore me, a Notary Public, in and for the State 
and count aforesaid, personally appeared Thomas 
Scofield, who, having been duly sworn according to 
law, deposes and says that he is the Editor of the 
American Gas Association Monthly and that the fol- 
lowing is, to the best of his knowledge and belief 
a true statement of the ownership, management (and 
if a dail paper, the circulation), etc., of the afore- 
said publication for the date shown in the above 
a. required by the Act of August 2, 1912, 
ied in section 443, Postal Laws and Regula- 
tions, printed on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, can Gas Association, Inc., 342 Madi- 
son Ave., New York City. Editor, Thomas Scofield, 
42 Madison Ave., New York City. Managing Editor, 

. Business Managers None. 
|, 2. That the owner is: (If the publication is owned 
an individual his name and address, or if owned 
more than one individual, the name and address 
each should be given below; if the publication 
is owned by a corporation the name of the corpora- 
tion and the names and addresses of the stock- 
holders owning or holding one per cent or more 
ef the total amount of stock should be given.) 
American Gas Association, Inc., 342 Madison Ave., 
New York City. President, J. B. Klumpp, 342 Madi- 
son Ave., New York City. Vice-President, C. 0. G. 

- adison Ave., New York City. Treasurer, 
H. M. Brundage, 342 Madison Ave., New York City. 

tary-Manager, Alexander Forward, 342 Madi- 
son Ave., New York City. 
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who has always been ready and willing 
to help in all ways possible, and has given 
invaluable advice which has been a great 
help in carrying on the work during the 
past year. I also wish to extend my ap- 
preciation to all the members of the staff 
at Association Headquarters for their 
splendid cooperation during the past 
year. 


Statement of Ownership 


Statement of the Ownership, Management, Circulation, etc., 
Required by the Act of Congress of August 24, 1912 


3. That the known ‘bondholders, mortgagees, and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or o' 
ooourt meee ong (If there mo none, so Bag a 

4 ie two paragra next a ing 
names of the cone. stockholders, nF a security 
holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon the 
books of the company but also, in cases where the 
stockholder or security holder appears upon the 
books of the company as trustee or in any other 
fiduciary relation, the name of the person or corpora- 
tion for whom s trustee is acting, is given; also 
that the said two paragra contain statements 
embracing affiant’s full knowledge and belief as to 
the circumstances and conditions under which stock- 
holders and security holders who do not a upon 
the books of the company as trustees, hold stock and 
securities in a capacity other than that of a bona 
fide owner; and this affiant has no reason to believe 
that any other person, association, or —— 
has any interest direct or indirect in the stock, 
bonds, or other securities than as so stated by him. 

5. That the average num of copies of each issue 
of this publication sold or distributed, 
mails or erwise, to paid subscribers during the 
six months preceding the date shown above is not 
rogues, is information is required from daily 
publications only.) 





THOS. SCOFIELD. 
Sworn to and subscribed before me this 2th day 


of October, 1924. 
DORIS FISCHER, 


Notary Public, New York Co. 32. 
(My commission expires Mar. 30, 1924.) 





Employment Bureau 


EXECUTIVE, with fifteen years’ experience in co 
oven practice on plants manufacturing surpl 
gas for city consumption, desires connectic 
with a public utility either as executi 
or sition leading to same. College gradua 

personality, married. Available on 


SERVICES REQUIRED 


WANTED by a gas and electric company, young 
man to do office work who has had experience 
in ledger work, general routine work, and espe- 
cially on the complaint or service desk. In reply, 


please give outline of experience, references and 
salary expected. Address: 

Key No. 022. 

WATER HEATER SALESMAN WANTED—A large 
gas company needs several good water heater 
salesmen to work on commission basis in West- 
ern Pennsylvania. Exceptionally good territory. 

Key No. 026. 

WANTED—Two experienced salesmen, to specialize 
on the sale of gas boilers for house heating and 
industrial uses, by a gas company desirous of 
increasing its present gas boiler load. Give de- 
bay’ or aaa and results obtained.—Address 


Key No. 039. 

APPLIANCE SALESMEN—Calling on Gas Com- 
panies to sell tank water heaters as a side line 
on commission basis. State territory, references 
and experience. Address A. G. A. 

Key No. 042. 

WANTED—Gas main laying foreman for gas com- 
pany in vicinity of New York. Address A. G. A. 

Key No. 044. 

WANTED—A Gas Company desires the services of 
a technically trained man, having had experience 
in main and service work; college graduate pre- 
ferred. Address A. G. A 

Key No. 045. 


SERVICES OFFERED 


WANTED—Position of responsibility as Manager 
or Industrial Fuel Engineer—18 years’ varied ex- 
perience in the gas business. References and 
service record furnished. Address A. A. 

Key No. 142. 

ENG-SUPT. of one of the largest gas plants in the 
country would consider change. Desires to lo- 
cate with company in which opportunities for 
future advancement are better than in present 

sition. Is a married man. Has_ technical 
niversity training. No particular preference 
as to location. Address A. & A. 
Key No. 159. 


AVAILABLE—Man of executive ability, experi- 
enced in all phases of the gas business and sales 
and advertising work, including agency work on 
National accounts. Capable of creating, plan- 
ning and following through all forms of adver- 
tising. Prefer locating in West or South Atlan- 
tic ponies. Minimum salary of $4,000. Address 

Key No. 167. 

WANTED—Supertintendent of Distribution seeks 
similar position high or low pressure. 14 years’ 
experience covering all branches of the work, 
office, field, and shops. Speaks and _ writes 
Spanish. Southern part of U. S. or Latin America 

erred but not essential. Address A. G. A 

Key No. 10. 

GAS ENGINEER—Eighteen years’ experience in de- 
sign, construction and operation of gas plants, 
all departments, manufacture and distribution, 
also electrical experience in combination plants 
desires position of responsibility with progres- 
sive company. Past six years chief engineer 
with large gas company. Address A. G. A. 

Key No. 171. 


GAS ENGINEER—18 years’ experience with 3 larg- 
est gas companies in the country, am open for 
engagement as gas engineer, general superin- 
tendent, manager or | sales engineer. Excellent 
references. Address A. G. A. 

Key No. 173. 

WANTED—A position as General Manager or En- 
gineer of Gas Property. Have had experience and 
can produce results in either large or small prop- 
erties. Can give exceptional references on past 
record. Address A. G. A. 

Key No. 175. 


704 


gs 
sonable notice. Address A. G. A. 
Key No. 172. 


GAS ENGINEER, 40, with thorough training 
years) in the gas business and real executi 
ability, wishes to connect up with a live 
cern in any capacity where technical and com 
mercial ability will count. At present eng: 
but could be available on two months’ noti 
Address A. G. A. 

Key No. 176. 


WANTED—Executive position by young man 
eighteen years’ (18) experience in all brane 
of gas business. Eight years (8) as man 
Past four years, vice-president and general magi 
ager of gas company with nearly 10,000 met 
Mechanical engineer. Expect to voluntarily pla 
myself on the market about August 15, 1924. Wi 
accept position as manager of company with 7,0 
to 10,000 meters, or assistant manager and e! 
neer, with larger company. Married man. Replix 
must be strictly confidential. Address A. 

Key No. 177. 


WANTED—Am open for position as appliance : 
man with Gas Company or Appliance Manuf 
turer. Have had twelve years’ experience 
ing ranges, water heaters, room heaters 
illuminating devices. Am at present employed 
this capacity by a large corporation, but de 
to make a change. Can furnish references fi 
present and past employers. Married. n 
port on reasonable notice. Address A. G. A. 

Key No. 179 


WANTED—Am 
for a gas ap 
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—_ for a position as a salesm™ 
iance manufacturer or as man 
of a gas appliance department with a gas 


ny, eighteen years’ experience 
and technical training. Pwr tees. Gi 


ating com; 

mechanica 

furnish Al references. Address A. 
Key No. 180 


COKE PLANT EXECUTIVE seeks new conn 
Over eight years’ experience, Koppers and 
ovens with complete by-product recovery. UJ 
versity graduate, thirty-four years old, m 
with one child. Fitted for Assistant Superi 
tendent or Assistant to Manager of any coke) 
gas ww “Ene Will locate anywhere. 

Key No. 181. 

ENGINEER STATISTICIAN—10 years’ exp 
in the valuation and operation of mines, i 
trial plants, and public utilities in conm 
with the maintenance, statistical, legal and 
counting phases of business, now seeks 
ae with reputable firm. 


Key No. 183. 

WANTED—Position as Manager of Gas Con 
Coal or water gas. College trained. Have 
in works, street and office. Doubled meters 
doubled output in last position. Address A. 

Key No. 184. 


I have had many years’ experierce in design, @ 
struction and operation of coal and water 
plants of from 42,000 to 6,000,000 daily 
Am now employed but wish to make a ¢ 
better my _anee. I desire a place as M 
Assistant or or Engineer. I will 
ws Best of references furnished. 


Key No. 185. 

WANTED—An Executive Position in Com 
Department. Young man with 14 years’ 
ence and a thorough knowledge of the gas 


ness. Salary discretionary. ddress A, G, 3 
Key No. 186. 2 
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Providence, R. I. 
Pittsburgh, Pa. 
New York, N. Y. 


Washington, D. C. 
New York, N. Y. 


Philadelphia, Pa. 
Rochester, N. Y. 
New York, N. Y. 

Boston, Mass. 
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